




















THE SPECTATOR 











FEATURES IN THIS ISSUE 





Large City Underwriting 

By C. C. Dominge | 
Life Insurance in 1924 | 
Death of C. H. Post | 


Health of the Army 

By Dr. F. L. Hoffman 
Compulsory Auto Insurance 
The Insurance Sellegram 














INDIANA INSURANCE DAY 


Agents and Underwriters of Hoosier State Gather Together to 
Discuss Their Problems 


sNDIANAPOLIS, IND., January 20.—Dis- 
cussion of insurance problems, with ad- 
dresses by men nationally known in the 
business, and meetings oi insurance organi- 
zations made up the program for the ob- 
servance of Indiana Insurance Day. The 





opening address of the forenoon session 
was made by Thomas S. McMurray, Jr., 
State Commissioner of Insurance, who told of the work of the 
Insurance Department. Merle Sidener, president of the Side 
ner-Van Riper Advertising Company, spoke on “Non-Skid In 
surance Methods.” 

“Insurance companies have a responsibility to the whole in- 
stitution of business,” he said, “and they will contiuue in oper- 
ation so long as business has confidence in their integrity, fair 
dealing and ability to render efficient service and a mutual 
benefit.” 

Newman T. Miller, State Fire Marshal, spoke of the 
$500,000,000 loss by fire in this country last year, 87 per cent 
of which, he said, could have been prevented. “The insurance 
companies did not pay that,” he added, “but each of us, through 
an increased cost in the essentials of life, contributed to pay 
for it.” 

G. Edgar Turner, counsel for the Casualty Information 
Clearing House, Chicago, led a general discussion on “Com- 
pulsory Automobile Insurance.” The last address of the ses- 
sion was made by D. M. Hobart, Division of Commercial Re- 
search, Curtis Publishing Company, Philadelphia, who talked 
on advertising as “The creator of sales opportunity.” 
Presidents of the eight State insurance organizations were 





introduced. They are Mr. Chandler, Insurance Federation of 
Indiana; Mr. Rigsbee, Indianapolis Fire Insurance Agents 
Association; P. \W. Simpson, Indianapolis Association of Life 
Underwriters; Herbert M. Woollen, Indiana Association of 
Legal Reserve Life Insurance Companies; Charles Y. Bean, 
Indiana Insurance Society; R. M. Hennessy, Indiana Casualty 
Adjusters Association; H. 1. Frazier, Indiana Association 
of Insurance Agents. 

In addition to the meetings held as a part of the Insurance 
Day proper, seven of the insurance organizations held separate 
meetings. The most important of these was the annual meet- 
ing of the Insurance Federation. 

The program included an address of welcome by Mayor 
Shank and the following addresses: “Casualty Insurance,” by 
Jesse S. Phillips, general manager, National Bureau of Casu- 
alty and Surety Underwriters, New York; “The Business of 
Life Insurance,” by Raymond W. Stevens, president Illinois 
Life Insurance Company, Chicago ; “Fire Insurance as a Public 
Relation,” by C. J. Doyle, associate general counsel, National 
Board of Fire Underwriters, Springfield, Illinois. 

The Federation adopted resolutions favoring membership 
in the United States Chamber of Commerce, making the first 
vice-president of the l’ederation the chairman of the “Insur- 
ance Day arrangements instead of the president,” and one stat- 
ing “that it shall continue to be the primary object of the In- 
surance Federation of Indiana to combat the heresies of State 
fund insurance and other participation of the agencies of gov- 
ernment in business.” 

J. D. Vail, assistant general agent of the Hartford Fire 
“(Continued on page 19) 
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Large City Underwriting 


By CHarwes C. Dom1INGE 


HOPE to be fortunate in attempting to tell you just a few 
things about large city underwriting. Practically all large 
™ cities differ, one from the other, in area, topography, value 
of water works, grading of fire departments, character of build- 
ings, congested districts and conflagration areas, class of in- 
habitants, and nature of business. In large cities we are apt 
to find in some of the omnibus manufacturing buildings, more 
individual special hazards under one roof than occur in an 
area covering several miles of ‘outlying properties. With 
proper modifications for these differences I believe that under- 
writing principles are the same whether the risk is in a large 
or small city. 

Underwriting, in fire insurance, is a determining factor in a 
company’s success or failure, and may be likened to the main- 
spring of a watch, the heart of a body, or the keystone of an 
arch. Sound underwriting is the selection from the mass of 
business offered to a company of those risks which are most 
likely to produce a profit. The individual underwriter is 
guided by: 

1. A line sheet representing the opinion of the officers of a 
company and based upon the past experiences over a period of 
not less than five years. 

2. Personal knowledge of construction, processes and their 
hazards, of which I shall speak at some length. 

3. The ability, which he should possess to a marked degree, 
to visualize as he accepts risks for perhaps five years in the 
future, what that future will mean to the risk under considera- 
tion. 

However, owing to lack of complete scientific classification 
of risks for an extended period, founded upon the experience 
of the entire country, we still use theory as a measuring stick 
to determine our underwriting policy. No one is able to posi- 
tively state how serious a hazard may be—for instance: A 
grinding process where a combustible commodity is ground is 
notoriously an “Explosion and Fire Hazard,” and yet such 
operations have been known to go on many years without losses. 
As for the moral hazard, it is like a thief in the night—liable 
to pop up and pay you a visit at any time. 

Rates are more or less problematical, and we only know 
that they are proper and adequate when, after several years, a 
profit has been made. It takes considerable ingenuity to find 
the proper rate. The rate, then, becomes the “crux” of the situa- 
tion ; and if there are sufficient risks of a given class, there is no 
business that cannot be profitably written at a rate. It takes a 
seasoned underwriter to gauge the adequacy of the rate. We 
will assume that we have an efficient line sheet—this will take 
care of the average risk in a manner that will be found profit- 
able over a period of years. It is underwriting the “above 
average” and “below average” risk which requires the skill of 





the underwriter and which causes him great concern. Let us 
illustrate : 
1. Average risk—Woodworking hazard, all machinery 


equipped with blower system, ducts of which pierce floors and 





Address before the Underwriters Club at Philadelphia, January 20, 1925. 





discharge into a non-standard compartment or vault inside of 
building. 

2. Above Average Risk—Woodworking hazard, all ma- 
chinery equipped with blower system, ducts of which lead 
directly to the main blower outside of building, in turn dis- 
charging into an outside fireproof shavings vault. 

3. Below Average Risk—Woodworking hazard, no blow- 
ers, no vault. Shavings dumped into boiler room, etc., etc. 

In the examples just quoted, the authorization on line sheet 
should apply to the average risk, and be graded upward or 
downward for the “above average” and “below average” risks, 

The most perfect line sheet ever devised will be of little value 
if the underwriting is not placed in the hands of capable under- 
writers, thoroughly conversant with the general underwriting 
policy of the company. These men must be practical, and not 
theorists and guessers who will soon melt away or meet their 
“Waterloo.” Underwriters must know, among other things: 

Building construction, common and special hazards, proc- 
esses and materials used in manufacture and commerce, the 
probable effect of severe exposures, the various trade names 
camouflaging dangerous commodities, the salvage possibilities 
of sundry staples in case of fire and water damage, the prepa- 
ration of suitable forms for special coverages, the reliability 
of public and private fire protection in their territory. 

It is further desirable that they possess pleasing personalities 
and an abundance of tact and common sense, in order to satisfy 
the whims and fancies of some of those with whom they come 
in contact, and who may be fussy and moody, and still be able 
to decline an undesirable risk gracefully. To my mind, the 
qualifications for a good underwriter vary only slightly from 
those of a good inspector, and this calls to my mind a portion 
of an address written many years ago by the late Captain Strat- 
ton of the Factory Insurance Association, who said: 

“An experienced inspector should be: A man in perfect 
health, a man who never worries, a man who never rests, an 
expert architect, an expert construction engineer, an expert 
fire protection engineer, an expert in knowledge of manufactur- 
ing processes, an expert chemist and analyst of hazards and 
causes of fires, an expert adjuster, a diplomat—and a prize- 
fighter.” 

Let us see what the underwriter needs to know about the 
various types of construction. He pays but little attention to 
the building as shown on the map—as a certain gentleman 
once remarked: “A dwelling with 17 Italian boarders, who 
all insist on smoking in bed, and the home of a French-Canadian, 
whose wife takes the shingles off the house and scrubs them 
every Friday, show just the same color on Sanborn!’ The 
underwriter, therefore, studies carefully the inspection report 
on the risk under consideration. If the building is frame con- 
struction, he must ascertain the following: 


1. Balloon or braced frame type? The braced type will 
withstand fire much longer than the balloon frame. 
2. Fire stops in side walls? If not stopped with incombustibie 


(Continued on page 27) 





eRe ere RT 








Jant 


TH 
journ 
trust\ 
price 
Four 
eign 


Charl 
Rober 
Sholt 

7 


Insur 

Sol 
of Cl 
Copy! 


Vot. | 





=—*= 


SSH 
H 


O 


unde 
who 
ing ( 
expr 
gaine 
inten 
the « 
not < 
pany 
on th 
ferer 
the ] 
unde 
Supe 
more 
mum 
at th 
Sphi 
It 
to c 
quest 
Supe 
cultie 
tion « 
glare 
said | 
tails 
wrap’ 
secre 
low, | 
the sk 
resen 
were 
by S 
succe: 


rsday 


le of 


ma- 
lead 
dis- 


low- 


sheet 
d or 
isks, 
ralue 
\der- 
iting 
not 
their 
ngs: 
ITOC- 

the 
mes 
ities 
epa- 
ility 


ities 
isfy 
ome 
able 

the 
rom 
tion 
rat- 


fect 

an 
ert 
ur- 
and 
ize- 


the 
| to 
jan 
sho 
an, 
em 
“he 
ort 
m- 


vill 


bie 








——— 





January 22, 1925 


THE SPECTATOR 


Editorial 











THE SPECTATOR 


Tue SPECTATOR, established in 1868, is a weekly 
‘ournal devoted to promoting. the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
Four Dellars per annum, postage prepaid; to all for 


eign countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 


PUBLISHERS 
135 WiLttAM Street, New York 


Arthur L. J. Smith 
President 
Harry W. Barnard 
Second Vice-President 
Loughton T. Smith 
Secretary 


Charles H. Nicoll | 
Vice-President 
Robert W. Blake 
Treasurer nie 5 
D. Kirk ‘re 2 umphrey 
aaa Treasurer Assistant Secretary 
Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago, Telephone, Wabash 0531 


Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 


Copyright, 1925, by The Spectator Company, New York 








JANUARY 22, 1925 No. IV 





Vor. CXIV 





SSH! SSH! DEEP AND DARK MYSTERY 
HOVERS AROUND ACQUISITION 
COST CONFERENCE! 

UT in Chicago, that succulent bivalve 
known as the oyster has been put 
under a ban. A fine of $25 awaits him 
who is discovered in the act of swallow- 


ing one. Hence, in the Windy City the 
expression “Mum as an oyster” has 


gained added popularity and a greater 
intensity of meaning. Mum as may be 
the oyster in Chicago at this time, it is 
not as silent as casualty insurance com- 
pany officials in New York city now are 
on the subject of the acquisition cost con- 
ference which was held last Thursday at 
the Merchants’ Association headquarters 
under the auspices of State Insurance 
Superintendent James A. Beha. Further- 
more, if the company executives are as 
mum as oysters regarding what happened 
at that meeting, Mr. Beha is a perfect 
Sphinx. 

It is known that the session was called 
to consider the various features of a 
questionnaire sent out by the New York 
Superintendent and to deal with the diffi- 
culties of enforcing the present acquisi- 
tion cost rules. Freedom from the awful 
glare of the newspaper headlines was 
said to have been promised, and the de- 
tails of the conference were carefully 
wrapped in the black swaddling clothes of 
secrecy. The curtain of mystery hung 
low, but, through a small peep-hole, after 
the show was over, THE SPECTATOR’S rep- 
resentative learned that two resolutions 
were adopted which would await action 
by Superintendent Beha. Alas for the 
success of the stratagem! Official news 


is not news until it has been officially 
released. So THE Specrator’s “inquiring 
reporter” set out to play a game of 
“Resolutions, resolutions, who’s got the 
resolutions ?” 

A bold frontal attack against the New 
York Superintendent of Insurance, made 
with the laudable object of wresting the 
text of those resolutions from a van- 
quished foe, resulted in ignominious de- 
feat. Mr. Beha would not give it out— 
yet. Not only that, but he would not 
talk on the subject. Fixing his stern eye 
on the lowly seeker after information he 
suggested that if the veil were to be lifted, 
he would not be the first to touch its hem. 

The casualty insurance offices were next 
tried. Executives were kind, executives 
were pleasant, but those resolutions had 
to be guarded! A company officer who 
was hinted to have been the father of 
one of the shielded resolutions engaged 
the reporter in a verbal fencing bout 
wherein adroit circumlocution won the 
day, coupled with the reiterated reminder 
that “Any statement must come from 
Mr. Beha.” At the end of the chase, 
empty hands were all that returned. The 
wording of the resolutions is safe with 
the New York Superintendent of Insur- 
ance. Perhaps he will release it soon. 
Perhaps he will not. Who knows? 





A DENIAL 

RUE to the instincts of a first-class 

cross word puzzler, we made for 
the dictionary the other day when, as a 
result of one of our recent outpourings on 
this page, we found that a contemporary 
was calling us lugubrious. Having thus 
discovered that we are accused of being 
doleful, funereal and exaggeratedly sol- 
emn, we deny the accusation. It has no 
foundation whatever. The only reason 
for it is the fact that we said that fire 
insurance conditions in the West are not 
as they should be. Now that is a mere 
statement of what we believe to be a 
fact. He also said that we believe those 
conditions should be corrected. In this we 
have been supported by practically all of 
our contemporaries, most of whom have 
expressed opinions favorable to arbitra- 
tion during the past week. It has become 
evident that there is not going to be 
arbitration ; it is not wanted. Meantime 
the companies have gone ahead, premiums 
have increased, etc., etc. As our contem- 
porary points out, conditions are much 


a 


the same as in years past and not half 
as bad as they might be. True enough, but 
neither are they as good. The fact that 
the business is better is no indication that 
it might not be better yet if the com- 
panies could extricate themselves from 
their differences and devote their energies 
to the development of favorable public 
opinion. That they are not in a position to 
to do so at the present time argues an un- 
favorable state of affairs. We stand on 
that. But we are not lugubrious. 





UPERFICIAL appearances have once 

more proved unsound criterions from 
the standpoint of opinions formed. Just 
when, to all outward semblances, the con- 
tract bond situation was beginning to clear 
up, and when many surety men looked 
hopefully for a solution of their problems 
in this regard, a paper bombshell has 
been cast into their midst. Meeting in 
Washington, D. C., last week, the Asso- 
ciated General Contractors of America 
adopted a resolution charging the insur- 
ance business with exercising a monopoly 
over the issuance of builders’ guarantees, 
accusing agents of rebating on a large 
scale, and calling upon members of the 
organization to seek State legislation as a 
remedy. It was alleged by the contractors 
that irresponsible and dishonest persons 
could obtain surety bonds on construction 
work by conniving with agents or brokers 
to deceive surety companies with respect 
to the capabilities of the applicants. Un- 
scrupulous representatives of insurance 
companies are said, because of “the mag- 
nitude of commissions received,” to be re- 
bating with contractors or with owners 
and public officials, thus forcing bidders 
to place bonds with specific agencies. 
While it is all very well for the con- 
tractors to rail at surety agents for al- 
leged rebating, it must be recalled that 
there are two or more parties involved in 
every violation of this kind. The agent 
cannot rebate if the prospect obeys the 
law. It might not be out of place to ask 
the Associated Contractors what they 
have done in the matter of urging mem- 
bers to help bonding companies by divulg- 
ing the names of those agents or brokers 
who attempt sharp practices. 

It is not seemly that one man should 
accuse another of wrongdoing (even if 
there be just cause), while he himself is 
tarred with the same brush. Let him first 
wash himself clean. 
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A Policy You 
Can Sell With Profit 


No, this is not an invitation for you to leave your 

own company, but just a suggestion to make your 

time yield more profits under our plan of improved 
brokerage service in branch offices. 


The Champion Income Accident policy is just one of the 

liberal, up-to-the-minute accident policies offered by us—it is a 

silent partner to the man dependent upon his efforts for his income 
and appeals to every prospect. 


This policy with its distinctive provisions is indicative of the progressive 
spirit inherent in all lines of protection offered by this company—Life 
Accident, Health, and Group. Under our plan you can place with us 
profitably (because all commissions on such business placed with us belong 
to the broker) business in the following lines: 


Accident Insurance 
—accident, health, and income accident 


Group Insurance 
—life, accident and sickness 


Life Insurance 
—substandard and surplus business 


What Our Branch Office Service Means to You 


Extremely liberal first year commissions and 9 guaranteed non-forfeitable renewals, on all 
life business you place with us regardless of volume. 


Awards and honors on same basis as offered to our regular agents—in 1925 a trip to Cuba 
at our expense is open to you. 


Expert advice and assistance on surplus and substandard life, accident, and group insurance. 
Business handled either on a contract or a one-case agreement basis. 


Prompt action and liberal underwriting rules. 


Write us for Further Details 


MISSOURI STATE LIFE INSURANCE CO. 


HOME OFFICE, SAINT LOUIS M. E. SINGLETON, President 


# ACCIDENT # HEALTH « GROUP 
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NEW YORK INDEMNITY’S 
RECORD 


Net Premiums of $6,643,688 Written 
in 1924 


CORDIAL RELATIONS WITH AGENTS 


Company’s Annual Figures Show 100 Per 
Cent Increase Over Previous Year 

The New York Indemnity Company an- 
nounces that it closed its second year in writing 
all casualty lines with net premiums of $6,643,- 
688, The company made a remarkable record in 
1923, when it wrote $3,195,920 in nine months, 
but the record made in 1924 represents over 
100 per cent increase. This record is even more 
remarkable, as no new development work what- 
ever was undertaken during the past year, and 
a very restricted underwriting policy was main- 
tained in all lines, especially in workmen’s com- 
pensation. Of the $1,942,679 in workmen's com- 
pensation premiums written during 1924, over 
$562,117 was earned on policies written in 1923 
and disclosed by payroll audit during 1924. 
This leaves only $1,380,562 of actual new com- 
pensation business, or only 20 per cent of the 
total business written during the year. 

The company is represented by very high- 
class agents, many of whom are of. national 





E. M. LInvitte 
President, New York Indemnity Company 


reputation. Unlike many companies in their 
early years of business, the New York In- 
demnity Company does not need pressure for 
volume but is more interested in building a 
well-balanced distribution in the various classes 
of business written and in securing only the 
high-class risks. 

The even distribution of business by classes 
is indicated by the letter sent to all agents by 
E. M. Linville, the president, who is responsible 
for the remarkably cordial relations existing 
between the company and its agents. The letter 
is as follows: 

To ALi AGENTs : 

Your company closed its second year, writing 
all lines of casualty insurance, with the great- 
est record ever made by any company in a like 
period. JI know you are all very much inter- 


ested in the result and that you will be gratified 


with the following figures. These are net fig- 
ures, being less cancellations and reinsurance: 


1924 
ACME so co we dSencinndescndwels $73,790 
SICMMESET oe ac Kad ay Keccem tee aeletda 36,768 
Automobile liability .............. 1,887,077 
CBee Tia a osc aids o> vada nee 658,737 
COMMOMBRNIOIE 6k cielo se viv diesen 1,942,679 
PROGR cc ac aercdectiudsnecene 321,306 
PAGEQNIE oad GU dalatnn S644 bo. Hoe orcs 661,573 
Property damage—auto ........... 601,857 
Property damage—other .......... 25,092 
Automobile collision ............. 178,885 
HOMO cca aarnctecatecs. 0K swore 45,787 
Fly wheel and engine............ 15,107 
EMIS cg cacetasecsnvbetaccueszes 10,492 
PN? as Kd Oates ene Des ehanaes 184,538 


$6,643,688 


This is a record that you may well be prou:| 
of and for which you are entitled to a tull 
measure of credit. J want you to know that 
I personally appreciate the splendid co-operation 
you have given the home office in making this 
possible. 

The New York Indemnity Company is 
affiliated with and controlled by the National 
Surety Company and bids fair to equal that 
company’s wonderful record and already is a 
great credit to the parent company. The New 
York Indemnity Company has a capital of $1,- 
000,000, in addition to which the National 
Surety Company has paid in $2,000,000 to sur- 


plus. 


Speakers at Health and Accident Confer- 
ence Meeting 

The program for the mid-winter meeting of 
the Health and Accident Underwriters Confer- 
ence, to be held in St. Louis, March 3 and 4, 
is being completed rapidly. Realizing the special 
interest of accident and health insurance officials 
in agency matters, the program committee has 
secured two agency managers to prepare papers 
that will be of unusual value. R. M. Rowland, 
agency supervisor for the National Casualty 
Company, will read a paper on the subject of 
“Problems of Agency Development.” 

H. L. Brandt, agency manager for the IIli- 
nois Mutual Casualty Company, will give a 
paper on the subject of “The Part Time Agent.” 

Wants Boiler Inspection Law 

Des Mornes, Iowa, January 19.—The bien- 
nial message of Hon. N. E. Kendall, retiring 
Governor of Iowa, makes a vigorous plea for 
the legislature now in session to take cognizance 
of the urgent need of the passage of an act 
that will provide for the inspection of boilers 
and high-pressure tanks. He calls attention to 
a plea made twice before by A. L. Urick, com- 
missioner of labor, and then cites the tragedy 
resulting from the explosion of the ammonia 
pressure tank in the Valandingham grocery 
store, which resulted in the greatest tragedy 
from explosives in the history of the State. Re- 
cent boiler explosions in Keokuk, Newton and 
Council Bluffs have made the situation acute. 

Plate Glass Exchange Meets To-day 

The Plate Glass Insurance Erchange is hold- 
ing its annual meeting at 2 p. m., to-day at 80 
Maiden lane. The results of the election of 
officers and the matters pertaining to the re- 
sults of the year’s operations will be announced 
in THe Specrator for next week. 
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BOOTH AT AUTO SHOW 


Chicago Casualty General Agents 
Join in New Plan 


ADVERTISE STOCK INSURANCE 


Information Clearing House Scheme. 
Adopted—Literature to Be 
Distributed 
Cuicaco, Itt., January 19.—Seventeen gen- 
eral agents for stock casualty companies in Chi- 
cago through the medium of an “Insurance 
Booth” at the Chicago automobile show, will 
place the predominating value and merit of 
such insurance before the public. The plan for 
the “Insurance Booth” at the automobile show, 
which is to commence Friday, January 23, and 
is to extend to Saturday, Jauary 31, originated 
in the Casualty Information Clearing House 
and was adopted and is being promoted by the 
general agents and offices. This is the first time 
that such a booth has been planned and pro- 
moted for an automobile show. Literature 
dealing with the subject of stock company in- 
surance for automobiles will be distributed by 
representatives of these offices, three cf which 
will be on duty at all times. There will also be 
attractive posters pertaining to the same gen- 
eral subject. The pamphlets which will he dis- 
tributed will bring out the fact that the best 
guarantee of good insurance is the policy of a 
strong stock company, the agencies backing the 
hooth representing only such companies. The 
necessity for specification of stock company in- 
surance is also to be brought out as the only 
method of specifying every requirement of 
safety, stability and service. Insurance men in 
the city are being urged to induce their clients 
upon visiting the automobile show to pay a visit 
to this booth. The participation of the general 
agents in the automobile show is regarded as 
being of the greatest aid in furthering and 
establishing in the minds of the public at large 
that stock company insurance is the only cov- 
erage that offers every guarantee of safety, 

stability and service. : 

The general agencies which are participating 
in the booth follow: Fred S. James & Com- 
pany; Marsh & McLennan; Klee, ‘Rogers, Wile 
& Loeb; Joyce & Company; W. A. Alex- 
ander & Co.; Bartholomay-Darling Company ; 
Critchell, Miller, Whitey & Barbour; Conkling, 
Price & Webb; Rollins Burdick Hunter Co.; 
Moore, Case, Lyman & Hubbard; Stewart, 
Keator, Kessberger & Lederer; Rollo, Web- 
ster & Co.; Childs, Young & Wood; Geo. W. 
Roberts & Son; Eliel & Loeb; R. W. Hosmer 
& Co.; Wiley, Magill & Johnson. 


Zurich Enters North Carolina 
The Zurich General Accident and Liability 
was licensed in North Carolina on January 12, 
1925. This means that the company is now 
entered in thirty-seven States. 


—Seventeen drivers for for-hire cars in several cities 
in Virginia had their licenses revoked last week for 
failure to carry liability insurance, as required by 
the Virginia Corporation Commission. 
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HUDSON CASUALTY IS ORGANIZED 


New Jersey Company Formerly Did Busi- 
ness as the Mutual Casualty—Ex- 
amination Report Favorable 


A recent directors’ meeting of the organiza- 
tion, which was known as the Mutual Casualty 
Insurance Company of New Jersey, adopted a 
resolution providing for the amendment of the 
charter so that it will hereafter operate as a 
stock company under the name of the Hudson 
Casualty Insurance Company. The resolution 
was also passed at the policyholders’ meeting 
and the charter amendments have now been 
approved by the State attorney general and 
the New Jersey Insurance Commissioner. The 
business is now being conducted, and_ policies 
issued, on the stock company basis. 

Under the new plan the amended charter 
authorizes capital stock of $125,000, and an 
immediate surplus of $31,250. The stock is 
being subscribed for by the present officers and 
policyholders and others who have become in- 
terested in financing the. company. 


This company was organized on the mutual 
basis nearly four years ago, and, up to recently, 
has been writing only public automobile liabil- 
ity insurance at rates less than tariff. This is 
the most hazardous form of automobile casu- 
alty insurance and the fact that the company 
has been able to do this, and at the same time 
pay dividends to its policyholders, speaks well 
for the ability of its management. Under the 
new plan it will issue policies only at tariff 
rates. The increased income with its past ex- 
perience and the new capital should insure its 
successful operation. The company will con- 
fine its operation for the present to the State 
of New Jersey and agencies are now being 
established in all of the principal cities. It 
will cover all general casualty lines and spe- 
cialize particularly in automobile and _plate- 
glass insurance, and within a year expects to 
branch out into adjoining States. 


An examination report of the company, made 
by the Department of Banking and Insurance 
of New Jersey, says in part: 

The company is carefully conducting its busi- 
ness. Its uniform spirit of strict economy is 
best exemplified by our reference to the unusual 
low overhead or acquisition cost. Most careful 
statistical records are kept so that at all times 
the company is fully apprised of all conditions, 
vital or otherwise. I commend the manage- 
ment for its complete grasp of the situation. 
Settlements are made promptly. The policy of 
the company is to meet all issues at once and 
make settlements on a basis equitable alike to 
all concerned. 

The officers of the company are: President, 
Frank J. treasurer and general 
counsel, George L. Record, and secretary and 
general manager, M. A. Kreps. The directors 
are James G. Blauvelt, Frank J. Higgins, 
Alexander M. MacLeod, John McCutcheon and 
George L. Record. The home office of the 
company is at 15 Exchange place, Jersey City. 


Higgins; 


Georgia Casualty Company’s Big Gains 

During the year just closed the Georgia Cas- 
ualty Company of Atlanta, Ga. (formerly 
located at Macon), made large gains in assets, 





capital and surplus. At the end of 1924, the 
company reports $3,251,720 of assets, repre- 
senting an increase of over $702,000; a paid- 
up capital of $500,000-—an increase of about 
$200,000, and a net surplus of $301,128—a gain 
of about $98,000 during the year. An idea of 
the gain in the volume of business may be 
gathered from the fact that the premium re- 
serve increased over $235,000 last year, and now 
amounts to $1,390,351. Among the resources 
of the company are noted first mortgage loans, 
$974,558; bonds valued at $912,479; stocks to 
the value of $14,750; real estate, $12,600; cash, 
$306,478; premiums in course of collection, 
$984,741, and interest due and accrued, $37,908; 
with surplus and reserves as to policyholders of 
$3,035,712. It is apparent that this company, 
of which W. E. Small is president, is thriving. 








F. T. Benjamin Enters Metropolitan 
Casualty 

The Metropolitan Casualty Insurance Com. 
pany of New York announces the appointment 
of Frank T. Benjamin to the position of super. 
intendent of the automobile department of the 
company’s New York city office. The Metro. 
politan makes this move in anticipation of the 
future large expansion of the automobile de. 


partment, judging from the present rapid J 


growth. 

Mr. Benjamin was formerly connected with 
the automobile department, as underwriter, of 
the A&tna Life Insurance Company of Hart. 
ford. He served most successfully in this posj- 
tion for a number of years, and is thoroughly 
acquainted with all the details of home office 
work and field supervision. 
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ANOTHER SERVICE AND 
MORE PROFITS 


NSURANCE agencies which do not handle 
surety lines are neglecting an opportunity 
to render an additional service to their clients. 


They are also losing out on many chances to 
increase their own income. 


The field of suretyship has hardly been 
scratched. Practically every community of- 
fers opportunities for profitable development. 


Every one of our agents would tell you that 
it pays to represent the F. & D. 


FIDELITY and DEPOSIT 


Bonds’ and 
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PRODUCTION DEPARTMENT, 
FIDELITY & DEPOSIT COMPANY, 
Baltimore, Md. 
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| If you ‘are not already adequately repre- 
! sented in this territory ] will be glad to have 
| full information regarding an agency connec- 
| tion with your Company. 
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COMPULSORY AUTOMOBILE INSURANCE 


Bill Before Recess Committee of Massachusetts Legislature Has 
Important Features 


MIGHT AFFECT MOTORISTS 





OF 


OTHER STATES 


Extra-Territorial Provisions Would Compel Af! Drivers to Obtain Liability Policies 
Forty-Eight Hours After Entering Commonwealth 


By W. Evcene Roescu 


Compulsory automobile insurance, lifting 1t- 
self from the embryonic public 
thought, has vitalized its skeleton in the States 
of New Jersey and Pennsylvania, and appears 
in full regalia as the ghost whose ill-omened 
visage naunts the home office of many a cas- 
ualty company. In New York, some of the 
leading executives of the business are gathered 


limbo of 


together as a committee to consider how the 
spectre may best be fronted. Now, as though 
the various insurance company officials had not 
enough of this subject with which to occupy 
their minds, the State that gave Calvin Coolidge 
and Henry Cabot Lodge to the people may 
shortly be the stage whereon another compul- 
sory automobile insurance drama will be pre- 
sented. 

During its 1925 session, the Massachusetts 
Legislature, an adept conjuror with politics up 
one sleeve and public opinion peeping from the 
other, may wave the wand of its authority over 
compulsory automobile measures which are now 
in the making, or which are already under con- 
sideration by its own recess committee. In 
1924, Massachusetts Senate bill Number 531 
came before the lawmakers and, after twice 
passing the House, was referred to a recess 
committee of the State Legislature with instruc- 
tions to redraft it for possible presentation 
early this spring. To properly accomplish this 
purpose, the recess committee called noted 
authorities to its aid and also perused other 
compulsory automobile insurance bills which 
had been introduced or which it was expected 
would be introduced. 


MEASURE BEING CONSIDERED 
One ot the most important bills which are 
now said to be the 
Massachusetts recess committee and which may 
be introduced during the early part of this year, 
is a measure which is alleged to have the sup- 
port of the Bay 
State and which, for that reason, may have a 
strong following. This bill is in completed 
form and in subsequent paragraphs of this 
Tue Spectator 
analysis of its contents. 


under consideration by 


commercial associations in 


story, presents an exclusive 
The considered bill, entitled “An act requir- 
ing operators of motor vehicles and trailers to 
furnish security for their civil liability on ac- 
count of personal injuries caused by motor 
Vehicles and trailers operated by them,” con- 
tains many features which may not exactly 
Please casualty insurance companies, and in- 
cludes at least one provision to which motorists 
all over the country may well take exception, 
The proposed bill, which is often identical in 
language with the 1924 bill, Number 531, 
stipulates that every motor vehicle operator 


shall be provided with a motor vehicle oper- 
ator’s liability policy and, within forty-eight 
hours after the policy has been issued, must for- 
ward to the State Registrar of Motor Vehicles 
a certificate attesting that he or she has such 
It is further specified that no motor- 
ist’s operating license, or renewal thereof, shall 
be granted unless the application is accompanied 
by the described certificate. Outlining the part 
the insurance companies must play in formulat- 


a policy. 


ing this certificate, the intended act says: 

Said certificate of an insurance company shall 
be in a form prescribed by the Commissioner of 
Insurance, shall state the rate and classification 
of policy referred to therein issued, the amount 
of the premium thereon, shall contain a cer- 
tification by the insurance company or a duly 
authorized agent thereof issuing the policy, that 
the premium charged thereon is at the rate fixed 
by the Commissioner of Insurance, and such 
other information as said Commissioner may 
require. 


PENALTIES PROVIDED 

If the insurance company issues a form of 
certificate other than that required by the Com- 
missioner of file a 
duplicate certificate with the Registrar of Motor 
Vehicles within five days afterward, a fine of 
not less than $50 and not more than $500 may 
be imposed on it. Forgery or alteration of the 
certificate or its duplicate is 
the proposed bill by a fine of not more than 
$1000 or by imprisonment for not more than 
one year, or both. 


Massachusetts or fails to 


punishable under 


One of the legislative reasonings which baf- 
fles understanding in the proposed Massachu- 
setts measure is that the fine which would be 
imposed on an individual who did not comply 
with the law is less than that possibly imposed 
upon the insurance company with respect to 
The section deal- 
ing with persons who might violate the act is as 


the issuance of a certificate. 


follows: 

Whoever operates a motor vehicle without 
evidence of the possession of an insurance pol- 
icy as provided in this chapter, shall be punished 
by a fine of $25. A second offense shall be 
punishable by a fine of $50, and the operator's 
license shall be automatically revoked by the 
Registrar of Motor Vehicles for not less than 
ninety days, and not reissued unless the Regis- 
trar of Motor Vehicles is satisfied that the per- 
son is qualified to possess an operator's license. 

If a driver is convicted of operating a car 
so as to endanger the lives of others, imprison- 
ment for thirty days is added to the punish- 
ment provided in the foregoing section. The 
odd part of this is that although a motorist 
may not have a policy and may severely in- 
jure a pedestrian, while he himself is financially 
irresponsible, he can be fined but $25 and thirty 

days in jail for a first offense under the pro- 
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posed statute; but an insurance company which 
gives bodily injury to no one, and which is 
financially responsible, may be fined between 
$50 and $500 for irregularity with regard to a 
certificate. Truly, the ways of the bill-drafters 
are devious ! 


APPEALS 

The proposed bill which, if 
enacted, would become effective in 1926, con- 
tains provision for a Board of Appeal consist- 
ing of the Commissioner of Insurance, the 
Registrar of Motor Vehicles (or a representa- 
tive designated by either of them), and an 
assistant attorney-general to be named by the 
State Attorney-General. Any member of the 
public who feels himself aggrieved by the can- 
cellation of an automobile liability insurance 
policy, or to insurance company 
refuses to issue an automobile liability insurance 
policy, may apply to the Board of Appeal to 
compel the issuance of the policy or to remove 
the cancellation. This proviso introduces a type 
of supervision which cannot bring anything ex- 
cept annoyance to insurance companies in its 
tinal analysis, since an insurance company by 
reason of confidential reports may have the best 
considerations for not issuing a policy to a 
particular applicant, considerations 
might not be such as would make a strong case 
In a way, this part of the proposed bill 
the underwriting prerogative of the 
company and opens a hazardous field. 

It is specified in the measure that the policy 
forms and rates must be approved by the Com- 
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O one can explain the prestige 

of the Liverpool & London & 
Globe better than an L. & L. & G. 
Agent. 


Every settlement on a Liverpool 
policy illustrates the outstanding 
reason. When a client is in straits 
the agent can rely on the company 
to meet its obligations promptly and 
fairly. The claims he made when 
soliciting the business are really ful- 
filled in the emergency. 


This reaps its own reward in the in- 
creased confidence that it builds for 
the entire L. & L. & G. Agency body. 
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An Amazing Success! 


The Encyclopaedia 
Britannica 


in the New Form 


at nearly HALF the PRICE 
of the famous Cambridge issue 


The publication of the Britannica in the New Form 
at a sweeping reduction in price has proved an amaz- 
ing success. Within a few months 20,000 sets were 
sold. . . . and scores of orders had to be returned un- 
filled. 


sets. These are now ready. 


O7 = e 
46% Saving! 
Today, therefore, you have another chance to buy the 
large page, large type Britannica, complete and latest 
edition, at a price reduction of 46%. But you 
must act promptly. This offer cannot last long. 


Contents identical with issues 
selling for twice as much 


These are the big features which make the New Form 
so popular: 
1—The large, clear type—printed from the 
plates of the famous Cambridge issue, on 
clear white opaque paper, thin but dur- 
able. 


2—Handsome appearance of the 16 double 
volumes bound in green cloth or half- 
morocco. 


3—Beautiful free bookcase, in dark mahogany 
finish, fitted with glass doors. 
4—Saving of 46% in price as compared with 
the celebrated Cambridge issue. 
5—Easy=payment plan, by which you can 
have a set delivered to your home for an 
initial payment of only $5. 
The Britannica in the New Form is the newest and 
latest issue, containing a full account of the World- 
War and its momentous consequences, the latest 
developments in industry, art, invention and science. 


Our third printing cannot last very long, and 
it is impossible for us to keep pace with the 
demand. We offer you the opportunity to ob- 
tain your set now. 


Write for free booklet 


It tells all about the Britannica in the New 
Form, reproduces a number of specimen pages 
(many in color), explains easy terms of pay- 
ment, and tells how our experts made possible 
such an amazing reduction in price. 56 
pages of interesting reading! Free on re- 
quest if you mail the coupon promptly. 


Mail this coupon today! 








The Encyclopaedia Britannica, Inc., 
342 Madison Avenue, New York Spec. 1A 


Please send me without cost or obligation, a copy of your 
56-page book describing the Encyclopedia Britannica in the 
New Form at the special 46 per cent saving and full details 
of your easy plan of payment. 


So we began an additional printing of 10,000 
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missioner of Insurance and that the insurance 
company must file its classifications of risks and 
premiums. The drafted sections, as they apply 
to policy provisions, are identical with the 
specifications included in Massachusetts Senate 
bill Number 531 which was introduced in 1924. 
They affect cancellation of the contract, state- 
ments by the insured, etc., and a stipulation 
that if the death of the insured occurs during 
the term of the policy, the policy, during its un- 
expired portion, shall cover the legal repre- 
sentatives of the insured. 


ExtraA-TERRITORIAL REFERENCES 

If the measure, which may be introduced in 
the 1925 Massachusetts Legislature, confined it- 
self to that State, it would naturally affect only 
the motorists of Massachusetts regardless of 
where the insurance companies had their home 
offices. The proposed bill is not content to stop 
there, however, but contains stipulations which 
are extra-territorial in their aspects and which, 
if enforced, would bring pressure to bear on 
any motorist who drove a car or trailer with- 
in the borders of Massachusetts. This becomes 
immediately apparent in view’ of the following 
extracted section : 

Operators of cars from States, provinces or 
countries other than this Commonwealth, shall 
provide themselves with motor vehicle oper- 
ators’ liability policies and forward to the Regis- 
trar of Motor Vehicles a certificate as defined 
in Section thirty-four A, within forty-eight 
hours after entering this Commonwealth. 

Another fertile source of difficulty and trouble 
for motorists irom other States who wish to 
enter Massachusetts lies in the section which 
says! 

Operators shall, when requested, produce evi- 
dence that they are insured as provided by this 
act to any police officer, justice, State inspector 
of motor vehicles, or judge in any court. 

It need hardly be pointed out that both of the 
sections of the proposed bill, as just quoted, 
might be effective against any automobile driver 
who wished to use the Massachusetts roads. It 
is conceivable that persons who now drive 
through Massachusetts from other States, 
either on pleasure or on business bent, would 
seek a route which would take them elsewhere 
if they possibly could, or would not remain in 
the State for forty-eight hours. Then, too, how 
would any officer, stopping a car from another 
State while it was on a Massachusetts highway, 
prove that the driver had been in Massachusetts 
for a period of forty-eight hours? Conversely, 
how would the driver prove that he had not 
been in Massachusetts for forty-eight hours? 

With the approach of the vacation season 
each year, automobilists would prefer to go 
touring elsewhere than in a State where an 
automobile liability insurance policy was de- 
manded within forty-eight hours after entry, 
and it is not at alt unlikely that the Common- 
Wealth would lose thousands of dollars’ worth 
of transient custom. 

There can be no doubt of the fact that this 
Proposed bill should and will intrigue the inter- 
est of every casualty insurance executive in the 


Country, as well as that of automobile owners 
everywhere. 


MARYLAND CASUALTY 
CHANGES 





Richard H. Tompson Takes Charge of 
Production 





F. L. TEMPLEMAN PROMOTED 





Number of Assistant Secretaries Elected at 
Recent Meeting of Board of Directors 


BaLtimore, Mp., January 19—Richard H. 
Thompson, third vice-president of the Mary- 
land Casualty Company, who was also man- 
ager of the accident and health department, has 
heen relieved of the duties of the latter office 
and been assigned as vice-president in 
The activities of those 
departments now connected with the develop- 
ment of will not be curtailed or 


has 
charge of production. 


business 
changed. 

F, L. Templeman has been made manager of 

and health department, J. W. 
assistant manager, and W. H. 
Wilbur, examiner of claims in the accident and 
health department. 

Edwin C. Irelan, Alexander D. Cockey, 
Leslie S. Wilson, Frank J. Clunet and J. P. 
\V. McNeal were elected assistant secretaries 
hy the board of directors in addition to the 
present assistant secretaries. 


the accident 


McGovern, 


CONDEMN SURETY MEN 
Associated Contractors Will Call for 
Legislation 
Wasuincton, D. C., January 19.—Charges 
of monopoly, rebating and indiscriminate bond- 
ing of irresponsible contractors marked the sixth 
annual convention of the Associated General 
Contractors of America, held in this city 
The charges precipitated a stormy 
discussion which centered around the alleged 
failure of the Surety Association of America 
to remedy the practices complained of, and in 
the course of which the contractors declared 
that they would not only seek legislation in the 
various States, to deal with the question, but, 
if necessary, would call upon the Federal Trade 

Commission. 

Officials of the surety companies suggested the 
appointment of a permanent commission to in- 
vestigate the situation, which the contractors 
refused, charging the bonding organization with 
already having delayed action, and moving to 
take the situation in their own hands by turn- 
ing the entire subject over to the committee on 
insurance and bonds. 

The contractors put their charges into a 
resolution, calling upon members of the organ- 
ization to seek State legislation, which was 
adopted. 


last week. 





Maryland Casualty Company’s Statement 

President F. Highlands Burns, of the Mary- 
land Casualty Company, Baltimore, Md., has 
submitted a statement to the stockholders show- 
ing $32,548,483 of resources on December 31, 
1924 (an increase of $1,228,000), with a cap- 
ital of $5,000,000, and a net surplus of $5,870,- 
812. Included among the liabilities are a pre- 


2 i 


mium reserve of $10,773,259, a reserve for un- 
adjusted workmen’s compensation and liability 
claims of $7,205,778, a reserve tor other unad- 
justed claims of $2,463,007, and a voluntary 
additional reserve of $200,000. On net pre- 
imiums of $24,086,382 ($2,146,000 more than in 
1923), there were acquisition and administra- 
tive expenses of $8,000,621, and expenses for 
direct service to policyholders of $14,700,367. 
After deducting taxes, etc., there was a credit 
balance on underwriting account of $186,520, 
and, adding investment income, a gross credit 
from the year’s business $1,464,573. Dividends 
paid amounted to $890,991. 





United States Fidelity and Guaranty Made 
Good Gains 

Battrmore, Mp., January 20.—The annual 
statement, submitted by President R. Howard 
Bland to stockholders of the United States 
Fidelity and Guaranty Company here Monday, 
showed that the organization wrote net pre- 
minums, in 1924, of $33,866,191, which, with re- 
insurance of $4,109,543, made the gross pre- 
miums total $37,975,734. Total net premiums 
are probably more than $3,000,000 in excess of 
those written in 1923. 

The total of losses, expenses and taxes paid 
out by the United States Fidelity and Guar- 
anty in 1924 amounted to $32,299,082, leaving a 
credit balance from underwriting of $1,567,100. 
Interest and miscellaneous income (less divi- 
dends paid of 18 per cent) amounted to $797,- 
889, making total credits of $2,364,999. The net 
increase in reserves was $2,261,164, leaving 
$103,835 to be added to surplus. 


To Remain Head of Illinois Federation 

Cuicaco, Itt. January 19—Charles H. 
Burras, president of Joyce & Company, has been 
renominated and will be re-elected president of 
the Insurance Federation of Illinois at the an- 
nual meeting and dinner of that organization 
at the Hotal La Salle, February 3. This is the 
first gathering arranged for the Federation by 
T. R. Moss, formerly of the Illinois Chamber 
of Commerce, who resigned to become secretary 
and treasurer of the body. Mr. Moss will con- 
tinue in his present capacity at the election. 


Report of Committee of Nine 

The committee of nine on financial respon- 
sibility for automobile accidents, which was ap- 
pointed at a meeting of casualty and surety men 
held December 10, at the Hotel Astor, has made 
public its report through F. Robertson Jones, 
secretary. The report is divided into five sec- 
tions, the first pointing out that prevention is 
needed more than financial indmenity, the sec- 
ond that compulsory insurance only partly pro- 
tects against pecuniary loss, and the third com- 
pulsion should be avoided unless it can be ab- 
solutely shown that it will prevent accidents. 
The fourth section attempts to show if com- 
pulsory insurance is adopted tre widest possible 
choice of kind and method should be permitted, 
while the fifth and last makes the point that 
compulsory insurance will not reduce but in- 
crease accidents and should not be adopted for 
that reason. 
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Helping Santa Claus and 
Helping Providence 


INDIC Is 


F course we all believe in Santa Claus. We have been the recipients of his favors 
ever since we can remember. We have seen him in shop windows, and some of us 
have actually shaken hands with him. 


But you have noticed that Santa Claus needs a good deal of help? Now that chim- 
neys are built so small, and so many families often live under one roof, Santa Claus has 
to invoke the help of a lot of people in making deliveries. He is on the job all the time, 
seeing that the presents are provided, but he can’t attend to the deliveries as he could 
years ago when houses were smailer, chimneys larger, and there was more snow on the roofs. 


And people who help Santa Claus seem to catch something of the spirit of the jolly 
old saint himself. ‘Their faces become wreathed in smiles; their eyes twinkle; and they 
have the air of people who know good news, but are not quite ready to tell it. They are 
“mystery”? men and women whom children are eager to serve and please. It’s lots of 
fun to help Santa Claus. 


HELPING PROVIDENCE 


We all believe in Providence, and that ‘‘Providence will provide.”’ In fact, the word 
was invented to fit the fact. But Providence needs our help in making deliveries,—very 
much as Santa Claus does. When men lived close to the sources of life, got their food 
direct from the soil, the bush, the vine and the tree, when they sheared their own sheep, 
raised their own cotton and flax, spun and wove their own yarn and manufactured their 
own clothing,—the work of Providence was more direct than it is now. Providence 
provides the raw material,—with some help of course,—but most of us must now help 
Providence in the matter of preparation and distribution. 


IT’S THAT WAY WITH LIFE INSURANCE 


Providence gives health and the power to earn money. But what will be the length 
of any single life is a mystery that no mancan solve. But Providence has ordained a law 
of life in the mass. If it were known how long the individual would live, there could be 
no Life Insurance, and the man foredoomed to die young could make no adequate provi- 
sion for his dependents! ‘hat would surely be a hard fate. 


Providence ordains the law of life in the mass, as expressed in the mortality table; the 
economic law of increase, as expressed in money at interest; then man steps in with his help- 
ful life insurance machinery,—and, presto! the thing is done. One need not leave a depen- 
dent family without means, nor an incumbered estate, if he will help Providence, or let 
Providence and the life insurance company help him. It’s great fun to help Providence, 
or let Providence help you. ‘Try it while the Christmas thrill is still fresh in your heart 
and you'll get a thrill that will last a lifetime. For the best method, see an‘agent of the 


NEW YORK LIFE INSURANCE COMPANY, 
DARWIN P. KINGSLEY, President 
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OVER 13,BILLION IN 1924 





Life Presidents Association Estimates 
U. S. Life Insurance Written 


HEAVY INCREASES SHOWN 


Business Was Uniformly Better Month by 
Month With the Exception of June 

New York, N. Y., January 14.—Recent pre- 
dictions that the amount of new life insurance 
bought by the American people in 1924 would 
break all former records are confirmed by the 
actual production reports of the leading com- 
panies forwarded to the United States Depart- 
ment of Commerce late this afternoon hy the 
Association of Life Presidents. 
These records show an increase of 8.2 per cent 
in new business during 1024, as compared with 
1923, which was the former peak year. 

This official report of new life insurance 
acquired and actually paid for deals with the 
forty-five companies having in 
force 81 per cent of the total legal reserve life 
insurance in the United States. Using their fig- 
ures as a basis, George T. Wight, manager of 
the Association, estimates that the total of new 
including 


Insurance 


returns of 


increases and 
dividend additions, produced by all of the legal 
reserve companies in the United States in 1924 
was $13,514,000,000, an increase of $1,024,000,- 
000 over the new business production of 10923. 

The report shows that the new life insurance 
actually paid for in the forty-five companies 
contributing to the Association’s records, ex- 
clusive of revivals, increases and dividend addi- 
tions, was $9,109,074,000, as against $8,418,946,- 
000 in 1923 and $6,844,670,000 in 1922. 

New ordinary life insurance business during 
1924 totaled $6,548,000,000, as against $6,170,- 
900,000 in 1923, a gain of $360,000,000, or 6 per 
cent. New industrial business for 1924 
amounted to $1,963,000,000, as against $1,720,- 
000,000, in 1923, a gain of $243,000,000, or 14.2 
per cent. 


insurance, revivals, 


New group insurance business aggre- 
gated $598,000,000, as against $520,000,000 in 
1923, a gain of $78,000,000, or 14.9 per cent. 
The year 1924 closed with the largest monthly 
production ever made in life insurance, the fig- 
ures of the forty-five companies for December 
amounting to $1,086,000,000, beating the former 
record, made in December of 1923, 
000,000, or 7.3 per cent. 


by $74,- 
Viewing the monthly 
production during the last three years, a steady 
srowth is evident. The new paid-for business 
written during each month of 1923 materially 
exceeded that written in the corresponding 
month of 1922 and the amount written in each 
month, except June, of 1924, in turn exceeded 
that written in its corresponding month of 1923, 
hut on the whole by relatively smaller increases. 

In a statement discussing the figures for- 
warded to the United States Department of 
‘ommerce, Manager Wight, of the Association, 
this afternoon said: 


In establishing the new thrift record for 1924, 
the American people bought nearly four times 
a8 much life insurance as they did ten years 
ago, although the population of the country in- 
creased during that time only one-sixth. The 
Federal Government asks us for these figures to 


help measure the general trend of business in 
the United States. In addition, the people of 
the country should be able to take some pride 
in these figures as a measuring rod of their own 
moral progress. 

When the records were complete for 1914, it 
was found that that year had witnessed the 
writing, by these forty-five companies, of new 
business to the extent of $2,370,000,000. Now, 
ten years later, we find that material increases 
over the preceding year have occurred during 
each year, except in 1921, and that the volume 
of new business during 1924 was 384 per cent 
of the new business of 1914. 

Considering the different kinds of insurance, 
it is found that each class, during the ten-year 
period, has responded to the needs of the people 
in its particular field and has materially con- 
tributed toward the remarkable and progressive 
development of the institution. Ordinary life 
insurance during the ten-year period increased 
from $1,662,231,000 to $6,547,596,000, or 294 per 
cent.; industrial increased from $662,600,000 to 
$1,963,.553,000, or 196 per cent; and group in- 
surance, a mere infant in 1914, increased from 
$45,540,000 to $597,926,000, or 1213 per cent. 
Fach class during 1924 broke all previous 
records. 

At the end of 1923 the total insurance out- 
standing in all United States legal reserve tife 
insurance companies amounted to $56,804,000,- 
ooo. Adding to this the new business written 
during 1924, namely, $13,514,000,000, and mak- 
ing due allowance for terminations, through 
death and otherwise, the total amount of life 
insurance now outstanding in United States 
legal reserve companies probably amounts, in 
round figures, to $64,000,000,000. 


B. M. A. Wins Inter-Company Contest 

The annual meeting of the 1000 Club of the 
Business Mens, Assurance Company held at 
Kansas City, Mo., last week, was graced by a 
record attendance, one that has far outclassed 
meetings of previous years. At the conclusion 
of the meeting at the annual banquet at the 
Muehlebach Hotel first and second places for 
the club’s year’s records were awarded to W. Rk. 
Parker and Joe Caldwell, respectively, both 
Texans, and the Business Mens Assurance was 
announced the winner of the inter-company 
contest among the National Fidelity, the Mid- 
land Life and the Business Mens Assurance 
companies, all of Kansas City. It had previ- 
ously been arranged that the company proving 
successful in the contest would receive a pres- 
ent from the two losers. 
presented to the Business Mens Assurance a 


They have, tierefore. 
striking portrait of its president, W. T. Graut. 


Cloverleaf Life and American Bankers 
Consolidation 

Cuicaco, Itt., January 19.—Stockholders of 
the Cloverleaf Life and Casualty of Jackson- 
ville, Ill, and of the American Bankers are to 
act on the proposed merger of the two com- 
panies, the meetings to be held on January 20 
and February 10 respectively. The new com- 
pany will be known as the American Bankers. 


Sues for Reinstatement 
C. E. Irwin of St. Louis, Mo., has begun 
suit to secure reinstatement of his membership 
certificate in the National Union Assurance So- 
ciety of Toledo, O., which was forfeited last 
year when he refused to pay the assessments 
levied. He also wants the court to adjust his 


premiums. 
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INTER-SOUTHERN LIFE MEETING 
Agents Gather for Three-Day Conference 
at Home Office 

The Inter-Southern Life Insurance Company, 
Louisville, Ky., held a three-day agency con- 
vention at the home office on Monday, Tuesday 
and Wednesday of this week. The conference 
was called in recognition of the fact that the 
company has just passed the $100,000,000 mark 
of insurance in force and rejoicing over this 
event was widespread among the representatives 
present. 

President James R. Duffin, whose personality 
and effort have been so largely responsible for 
the success of the Inter-Southern Life, opened 
the meeting with a speech of welcome in which 
he praised the field forces for the success of 
their work and promised great things for the 
future of the company. The theme of the con- 
vention was “Clean, Strong and Progressive 
Salesmanship” and this topic was discussed by 
Stanley Reed, secretary and director of agen- 
cies. Fred W. Bailey was chairman of the 
Monday afternoon sales congress and a 
luncheon in the company’s auditorium, together 
with a dinner and dance in the evening, was a 
feature of the day’s entertainment. 

An outstanding point in the second day’s 
eathering was an address on “Loyalty,” which 
was delivered by Rev. T. E. Gouwens, D.D., 
and this was followed by business discussions 
in which income insurance, personal sales equip- 
ment and closing arguments played an impor- 
tant part. One of the Tuesday features was a 
reading of insurance papers and books. Ells- 
worth Regenstein acted as chairman of the 
Tuesday afternoon sales congress, and in the 
evening there was a dinner and theater party. 

S. L. Moore opened the Wednesday meeting 
as chairman and the morning was devoted to a 
study of group insurance and the application, 
examination and delivery of the policy. Inter- 
views, opportunities open to representatives of 
the Inter-Southern Life, and the mental atti- 
tude of solicitors toward their prospects also 
came in for attention. Wednesday afternoon 
witnessed the annual meeting of the directors 
and stockholders and the conference closed with 
a banquet in the evening. 


Lincoln Life Sectional Meetings 

The first of the series of sectional meetings 
of the Lincoln National Life Insurance Com- 
pany, Fort Wayne, for 1925, was held in Cleve- 
land, Ohio, Tuesday, Wednesday and Thurs- 
day, January 13, 14 and 15. 

Eighty-five agents from the Eastern territory 
attended the meeting, which was presided over 
by Vice-President and Manager of Agencies 
Walter T. Shepard. 


Becomes General Counsel of Federal 
Savings 
Stuart Coulter, who for the past six years 
has been deputy Insurance Commissioner of 
Indiana, has become associated with the Fed- 
eral Savings and Insurance Company, Indian- 
apolis, as general counsel. 
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TEXAS 
AGENCIES OPEN 
RESOURCES 
Over One Million Dollars 


OUTSTANDING INSURANCE 
Over Twelve Million Dollars 





For particulars write 


THE WESTERN NATIONAL LIFE INSURANCE CO. 


P. O. Box 2131, Denver, Colorado 


Note: During the 12 years we have been in business we have never contested a 
death claim nor have we ever lost a dollar on any investment. No past due interest 


December 3lst, 1923. 




















New Juvenile Policy 


Written by The Lincoln National Life In= 
surance Company on the lives of children from 
one day old up to 14 years. 

Issued as Terminal Endowments, maturing at 
ages 16 to 20 inclusive, or as a Twenty Pay Life 
or Twenty Year Endowment. 

The full face value of the policy is reached on 
the anniversary of the policy on which the in= 
surance age of the child is five years. 

Waiver of further premiums in event of the 
death or disability of the father may be 
provided by the payor Insurance feature. 

In event of the death of the child the policy 
is payable to the father. 

This new JUVENILE POLICY completing the 
kit of service tools for Lincoln National, Life 
agents makes it pay to 
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(INTER-SOUTHERN UFE BUILDING 


THE INTER-SOUTHERN LIFE INSURANCE CO. 
LOUISVILLE, KENTUCKY 
JAMES R. DUFFIN, President 








The Lincoln National Life 


Insurance Co. 
is a good Company 


CLEAN — STRONG — PROGRESSIVE 
Over $100,000,000 of business in force 


“Its Name Indicates Its Character” 


Lincoln Life Building, FORT WAYNE,IND. 
Now More Than $345,000,000 in Force 
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BAD ADVICE AS TO LIFE INSURANCE 


Such Protection Is Not to Be Treated Like 
Other Investments 


It is sad to consider the injury which may 
be done to life insurance policyholders and their 
beneficiaries when they follow the advice of 
those who are not well informed upon the sub- 
ject of life insurance, but who have established 
reputations along other economic lines which 
may induce others to give undue importance to 
erroneous advice concerning life insurance. A 
case in point is that of Roger W. Babson, who 
is widely known as a close observer of condi- 
tions affecting investments and who has estab- 
lished a reputation in that connection. While 
Mr. Babson is doubtless well qualified to ad- 
vise concerning bonds and stocks, those familiar 
with life insurance do not regard him as an ex- 
pert adviser upon life insurance matters; in 
fact, quite the contrary. 

Some two years ago Mr. Babson advised his 
customers to look over their life insurance pali- 
cies and consider surrendering some of them for 
their cash values. Lately he has apparently 
tried to square himself, in view of the storm of 
criticism which followed his previous advice, 
by advising the taking of life insurance at this 
time for investment. 

Mr. Babson appears to have been and to be 
laboring under a delusion as to the fundamental 
nature of life insurance. It is not to be com- 
pared with bonds or stocks, which may be 
bought or sold on the open market from day 
to day, but, on the contrary, is dependent upon 
the health of the person insured and other fac- 
tors, aside from the mere possession of suffi- 
cient cash to buy it. An important considera- 
tion, without regard to the monetary loss which 
may he sustained by surrendering a policy for 
cash, is the fact that the insured, if he later de- 
sires to reinstate his insurance, may find that 
his then physical condition will debar him from 
securing further insurance, much as he may 


need it. 

There is also the question of the increasing 
cost of insurance as a man’s age advances, so 
that if he drops his policy to-day and desires 
to take it up again some years hence, he must 
pay a considerably higher annual rate, provided 
that his health will then permit the issuance of 
the policy. Suppose the case of a man, aged 
twenty-five, taking out five endowment policies 
for $10,000 each, payable respectively in 10, 15, 
20, 25 and 30 years; for these he pays the sum 
of $2946 a year, the first year and while all the 
policies are in force. However, at the end of 
five years, acting upon the advice of one whom 
he deems competent, he surrenders these poli- 
cies, taking their cash value, which, though 
equitable, does not measure the value to the in- 
sured of his policies as continuing contracts. 

If, still acting upon the advice of the invest- 
ment expert, this former policyholder decides, 
three years after surrendering the policies, 
when, like the present time, a high price can be 
obtained for bonds, to replace his insurance, he 
finds that if he is able to pass a_ physical 
examination and other requirements, the annual 
rate for the same amount of insurance will be 
several dollars per thousand higher than the 
rates at which he was originally insured. He 
has thus lost the benefit accruing from the con- 
tinuance of his original contracts, with the in- 
creasing reserves and yearly share of savings, 
and is paying considerably higher premiums for 
the same amount of insurance which will mature 
correspondingly later during his life, if the poli- 
cies are not terminated by his death. 

But suppose that when this policyholder, act- 
ing upon the second advice of the man who 
looks upon life insurance as he does upon stocks 
and bonds, attempts to procure policies to re- 
place those so unfortunately surrendered, he 
learns that some malady has attacked him and 
the insurance companies will not insure him, he 
then finds himself in a serious predicament. By 
surrendering his policies he has reduced his 





Extracts from the Statements of Life Companies for 1924 


The following figures from the statemertts of life insurance companies, covering the year 1924, have been compiled 


from returns made direct to THE SPECTATOR, 


Total Total 
New Insurance Admitted *Surplus 
Name and Location of Company Total Paid-for in force, Increase Assets, to 
Income Insurance Jan. 1, over Jan. 1, Policy- 
1925 Jan. 1, 1924 1925 holders 
Agricultural Life, Bay City, Mich....... $552,116 $2,886,000 $13,501,437 $1,292,437 $1,542,280 $291,469 
American Life Reinsurance, Dallas, Texas 587,918 19,189,686 49,251,815 8,027,488 871,466 460,072 
Amicable Life, Waco: RORGES 6. cece cece 1,547,406 10,039,677 34,701,035 6,019,388 5,669,870 1,640,635 
Bank Savings Life, Topeka, Kansas...... 698,912 4,600,000 20,067,000 1,957,176 2,936,981 530,548 
Cedar Rapids Life, Cedar Rapids, Ia..... 597,015 3,023,922 16,544,009 1,208,288 2,299,014 233,565 
Columbus Mutual Life, Columbus, Ohio. . 3,174,144 24,619,234 72,296,914 15,396,875 6,627,709 1,014,530 
Commercial Life, Kansas City, Mo...... 91,063 1,234,765 1,955,265 216,265 126,921 111,733 
Conn, Mutual, Hartford, Conn.......... 22,711,366 82,839,503 541,268,925 48,164,379 119,224,634 6,201,569 
Continental Life, Wilmington, Del....... 1,899,742 11,531,774 53,501,815 6,126,904 7,097,883 1,830,944 
Continental Life, St. Louis, Mo......... 5,323,677 15,979,985 70,744,530 22,560,999 9,014,198 758,510 
Equitable Life, Des Moines, Ia.......... 15,484,754 62,129,435 383,589,549 34,822,320 58,964,747 3,972,694 
Farmers Union Mut. Life, Des Moines, Ia. 133,409 1,490,000 3,924,750 910,500 110,564 2 
Indianapolis Life, Indianapolis, Ind...... 1,619,971 10,206,446 45,680,611 5,642,770 4,564,000 
Manhattan Life, New Vork. 3,334,586 10,055,253 76,037,635 86,108 19,199,165 1, 


Mass. Savings Bank Life & Ann., Boston, 








DERSa see tere ey ene nh eet 1,066,838 7,896,847 31,758,083 ........ BR 0 
Medical Life, Waterloo, Teisec ses 6 secs ue 471,238 3,077,867 6,311,729 2,049,819 444,088 275,336 
Methodist Ministers Relief, Boston, Mass. 114,453 176,250 2,443,407 —26,416 479 637 56,131 
Minnesota Mutual Life, St. Paul, Minn.. 4,073,600 28,814,501 107,153,798 11,100,726 12,594,367 — 1,009,993 
Montana Life, Helena, Mont......... 1,752,383 8,005,556 37,639,409 2,391,939 9,979,250 1,002,590 
National Guardian Life, Madison, Wis... 988,581 6,272,752 27,012,817 3,612,351 2,904,777 469,910 
Peoria Life, Peoria, Hl..........s00.+.- 24'900,000 100,708,083 16,185,272 9,500,000 650,000 
Pilot Life, Greensboro, N. Car...... nee - 21F S tee 61,531,508 6,695,916 ....... 4 eviges ss 
Provident Mutual Life, Philadelphia, Pa. 96,673,313 705,356,432 47,746,642 158,977,550 10,006,042 
Rockford Life, Rocicford, Tb... eee eves 4,717,275 15,172,413 2,514,438 1,483,196 336,721 
Service Life, Lincoln, Neb.......+..+++: 3,142,500 3,142,500 3,142'500 140,835 115,385 
Southland Eafe, Dallag, Texas... . «660+. 21,175,509 86,063,941 11,639,290 9,616,025 689,259 

uthwestern Life, Dallas, Texas... ...... 43,290,379 157,864,849 24,652,635 16,873,566 2,087,353 
United Widelity Eile. Piatias, Tetatccccces sieeociaan stevsvece po Ree: So 95 rer err 
Victory Life’Ins, Co., Topeka, Kan...... 303,139 3,980,335 8,683,600 2,374,455 376,238 171,556 


*Includes capital (a) Ordinary Insurance, (b) Industrial Insurance. 
{Statement as of Oct. 31, 1924. 
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estate by the difference between the surrender 
value received and the face of the policies, and 
has lost his insurance protection. 

The surrendering of insurance, under the 
Babson plan, would serve to upset carefully 
laid plans for the future, and would interfere 
with the sustenance in old age of the insured, 
or with the livelihood of his widow or the 
education of his children. 

Once a man has determined upon the utiliza- 
tion of life insurance for the future protection 
of himself, his family or his business, he should 
not lightly cast aside the protection secured for 
such worthy purposes, and should disregard any 
apparently good but specious advice favoring 
investment or speculation which involves the 
sacrifice of assured protection for the future. 
A man who advises anyone to drop his life 
insurance assumes a grave responsibility. 


New York Title and Mortgage Company 

At the recent annual meeting of the stock- 
holders of the New York Title and Mortgage 
Company, New York, President Harry A. 
Kahler reported that the amount loaned on 
bonds and mortgages during 1924 was $108,- 
000,000, an increase of $31,000,000 over 1923. 
The amount of mortgages and mortgage cer- 
tificates sold was $103,000,000, or $30,000,000 
more than in the previous year. The year 1924 
was the most successful in the history of the 
company, its volume of real estate, title insur- 
ance and other allied activities having recorded 
another advance over previous years. 

On December 1 last, the company increased 
its capitalization from $6,000,000 to $7,500,000, 
and during the years it acquired a controlling 
interest in the County Trust Company at White 
Plains, N. Y. This ‘he Westchester 
county office a complete financial unit, similar 
in its activities to the two New York offices, 
the Brooklyn office and the Jamaica office. Dur- 
ing 1924 the deposits of the County Trust 
Company increased from $6,185,690 to $8,575,- 
452, so that the County Trust Company ranks 
as the largest banking institution in White 
Plains. 

The New York Title and Mortgage Com- 
pany now has command of the entire block 
from Broadway to Temple street and from 
Liberty street to Cedar street, New York, hav- 
ing purchased the properties at 141 Broadway 
and 139 Broadway, so that ample space is thus 
assured, adjoining the company’s home office, 
to provide for continued growth. Since open- 
ing its new office at 297 Madison avenue, the 
there of the New York Title and 
Mortgage Company and the American Trust 
Company has developed rapidly. The Ameri- 
can Trust Company began this year with capi- 
tal, surplus and undivided profits of $4,800,011, 
and total assets of $44,364,318. The New York 
Title and Mortgage Company, on January 1, 
1925, had of $16,838,942, of which 
$7,500,000 was capital, $4,500,000 was surplus 
and $2,024,369 was undivided profit. It had 
guaranteed mortgages outstanding of $152,- 
203,664. Such mortgages are generally reccg- 
uized as excellent and safe investments. 


makes 


business 


assets 
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GENERAL AGENCY RESULTS IN 1924 
Excellent Increases Are the Rule Among 
General Agencies in All Sections 

Numerous general agents have reported their 
new insurance writings, in addition to those 
previously published in THE Spectator. As a 
rule, they show fine gains in 1924 over previous 
years: 

George M. Hope & Co., Atlanta, Ga. (Na- 
tional Life, Montpelier, Vt.)—1924, $2,036,847; 
1923, $1,484,191. 

L. D. Drewry & Co., Cincinnati, O. (Mutual 
Benefit Life, Newark)—1924, $17,112,470; 1923, 
$14,580,723; 1922, $12,353,025; 1921, $10,788,420. 


Clifford L. McMillen Agency, Milwaukee 
(Northwestern Mutual Life, Milwaukee)— 


1924, $10,549,850; 1923, $9,982,500; 1922, $10,- 
042.500; 1921, $9,135,200; 1920, $11,572,500. 

Charles A. Smith, Hammond, Ind. (North- 
western Mutual Life, Mliwaukee)—1924, $607,- 
000; 1923, $634,000; 1922, $415,500; 1921, $508,- 
950. 

S. M. Carron, Atlanta, Ga. (tna Life In- 
surance Company, Hartford, Conn. )—1924, $5,- 
911,000; 1923 (W. E. Hawkins), $3,530,505; 
1922, $2,275,124; 1921, $2,527,461; 1920, $3,- 
992,125. 

C. O. Fischer, Peoria, Ill.—(Massachusetts 
Mutual Life, Springfield)—1924, $3,808,860. 

H. T. Adams, Atlanta, Ga. (Equitable Life, 
New York)—1924, $4,238,927. 

Johnston & Monser, Buffalo, N. Y. (Mutual 
Benefit Life, Newark)—1924, $15,610,300. 

A. W. Brown, Davenport, Ia. (Mutual Life, 
New York)—1924, $4,700,000. 

Moore & Summers, Boston (New England 
Mutual Life, Boston)—1924, $9,083,632. 

F. A. G. Merrill, Buffalo, N. Y. (State 
Mutual Life, Worcester )—1924, $3,378,379. 

T. Croxson, Omaha, Neb. (Equitable Life, 
New York)—1924, $5,760,000. 

L. G. Moses, Little Rock, Ark. (Equitable 
Life, New York)—1924, $4,015,087. 

H. C. Nolting, Jacksonville, Fla. (Equitable 
Life, New York)—1924, $6,515,000; 1923, $3,- 
637,000; 1922, $4,373,000; 1921, $3,945,000. 
December 1924, business, $1,351,000. 

J. S. Edwards, Denver, Colo. (7Etna Life, 
Hartford, Conn.)—1924 (excluding group and 
annuity), $3,704,108; 1923, $2,173,901. 

Life 


National Association’s Satisfactory 


Year 


During the year 1924 the assets of the Na- 
tional Life Association of Des Moines, Ia., in- 
creased nearly $357,000, and amounted, on 
December 31, last, to $2,669,482, and in the 
same year its force increased 
$4,477,000, and now amounts to $84,537,500. 
The mortality last year was most satisfactory, 
having been but 53.7 per cent of the expected, 
and the death rate per $1000 of insurance in 
force having been but $7.41. 
ization in 1899 the Association has paid death 
losses amounting to $5,725,858. 


insurance in 


Since its organ- 


Its mortuary, 


emergency and emergency reserve funds amount 
to $2,387,061, and it has securities and cash de- 
posited with insurance departments amounting 
to $2,360,145, which is an increase of $352,915 
during the year. 


STANDARD-SOUTHERN MERGER 


Negro Company Combined With Nashville 
Concern 

ATLANTA, Ga., January 19.—Announcement 
has been made here of the merger of the Stand- 
ard Life Insurance Company, an Atlanta negro 
organization with approximately $27,000,000 
worth of old-line legal business in force, with 
the Southern Life Insurance Company of Nash- 
ville, Tenn., owned and controlled by white 
men, which was voted last week by stockholders 
of the Atlanta concern. The merger, it is said, 
will bring together two companies with a cap- 
ital of approximately $5,000,000 and outstanding 
business of $75,000,000. 

The action of the Atlanta organization, in 
voting to merge, was taken at the twelfth an- 
nual meeting of its stockholders, presided over 
by Heman E. Perry, president. 

The new company be known as the 
Southern and Standard Life Com- 
pany. The headquarters of the Standard will 
remain in Atlanta and its directorate will not 


will 
Insurance 


be changed. 


Reserve Loan Life Makes Fine Progress 


The preliminary statement of the Reserve 
Loan Life Insurance Company of Indianapolis, 
Ind., as of December 31, 1924, shows that excel- 
lent gains were made by thet sterling company 
last year. It added $3,501,719 to the amount 
of its insurance in force, which now stands at 
$60,066,256; it made a gain in assets of $705,- 
758, bringing that item up to $7,792,653, and 
its surplus grew to the extent of $109,577, so 
that it now amounts to $660,824. Of its assets, 
the Reserve Loan has $6,846,426 on deposit with 
the State Insurance Department for the pro- 
tection of all its policyholders. It also car- 
ries a voluntary reserve of $125,000 for the pro- 
tection of policyholders in case of extraordinary 
mortality claims. 

The Reserve Loan Life is in position to offer 
most advantageous contracts and territory to 
men who are capable of handling general agen- 
cies with success. 


Universal Life Being Formed 

St. Lovts, Mo., January 19.—The formation 
of a life insurance company to be known as the 
Universal Life Insurance Company of Missouri, 
incorporated under the laws of Missouri, has 
been announced by Edward G. Rolwing, for- 
merly a vice-president of the Standard Life In- 
surance Company of Decatur, III., but more re- 
cently in the land and investment business with 
offices at 1900 Railway Exchange building, St. 
Louis, Mo. 

The incorporators of the new company are: 
Mr. Rolwing, Dr. M. Guy Mullen, Dr. Frank 
IT. Boerger, Dr. John J. Stephens, Dr. A. O. 
Ludwig, Charles A. Litsch, Louis Litsch, Julius 
C. Fischer, Robert E. Colyer, Walter J. H. Lip- 
Jarney Dulle, Harry L. Ruckstuhl, 
Joseph F. Eilers, John M. Mittendorf, B. M. 
Cunningham and Thomas F. Maher. All are 
from St. Louis but Mr. Fischer, who resides in 
East St. Louis, Ill. 

Thirteen of the organizers are chiropractors. 
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Stephen M. Babbit 
President 
HUTCHINSON KANSAS 


stockholders will constitute the 
board of directors and be authorized to 
elect the officers. The company will have $100, 
000 capital divided into 10,000 shares of $10 par 


Nine of the 
will 


value each. 
President Duffield Tenders Honor to 
President Coolidge 
Edward D. Duffield, president of the 
dential Insurance Company of America, who is 
also president of the board of trustees of 
Princeton University, has notified President 
Coolidge of the intention of that body to tender 
him an honorary degree at the commencement 





Price 


this spring. 





ATTENTION 


One of the primary objects 
of this Company is to extend 
genuine cooperation to its 
agents. Experience has taught 
us such a method is profitable 
because it promotes good 
fellowship and enthusiasm for 
a common cause, and induces 
loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 
erence required. Write. 


A. E. JOHNSON, Asst. to Pres. 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 
202 So. State St. Suite 314-324 


Chicago, Illinois 
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BUSINESS OF 1924 
Increased Writings and Augmented 

Strength Are General Characteristics 

of the Life Companies’ Statements 

Below will be found extracts from the 1924 
statements of life insurance companies, addi- 
tional to those heretofore published. They in- 
dicate that last year’s operations were, as a 
rule, most satisfactory: 

John Hancock Mutual Life, Boston—New 
ordinary business, 1924, $201,670,855 (a gain of 
$22,776,800) ; weekly premium new business, 
$115,547,870 (a gain of $9,485,451 over 1923). 

Continental Life, St. Louis, Mo.—New busi- 
ness paid for, 1924, $15,978,085; 1923, $13,149,- 
729; insurance outstanding, December 31, 1924, 
$70,744,530; December 31, 1923, $49,183,531. 

Missouri State Life, St. Louis, Mo.—New 
business paid for, 1924, $146,433,000; 1923, 
$155,449,000; insurance outstanding, December 
31, 1924, $538,212,000; December 31, 1923, $475,- 
735,000. 

Western States Life, San Francisco, Cal— 
New insurance paid for, 1924, over $24,000,000 ; 
insurance outstanding, December 31, 1924, over 
$87,200,000; assets, over $10,860,000; premium 
income, 1924, over $3,275,000. 

Federal Life, Chicago, Ill—New business 
paid for, 1924, $9,593,578; 1923, $13,664,334; 
insurance outstanding December 31, 1924, $54,- 
921,196; December 31, 1923, $54,174,447. 

Indianapolis Life, Indianapolis, Ind—New 
insurance paid for, 1924, $10,026,446; insurance 
outstanding, December 31, 1924, $45,680,611; 
assets, $4,564,000; surplus to policyholders, 
$283,000; total income, 1924, $1,619,971; total 
lisbursements, $892,510. 

Bank Savings Life, Topeka, Kan.—New busi- 
ness paid for, 1924, $4,600,000; insurance in 
force, December 31, 1924, $20,067,000: assets, 
$2,936,981: surplus to policyholders, $530,548: 
total income, 1924, $698,912; total disburse- 
ments, $410,682. 

Farmers Union Mutual Life, Des Moines, Ta. 
New insurance paid for, 1924, $1,490,000; in- 
surance in force, December 31, 1924, $3,924,- 


750; assets, $110,564; surplus to policyholders, 


$26,860: total income, 1924, $133,400; total dis- 
bursements, $65,904. 

Medical Life, Waterloo, Ia—New insurance 
paid for, 1924, $3,077,867; insurance in force, 
December 31, 1924, $6,311,729; assets, $444,088 ; 
surplus to policyholders, $275,336; total income, 
(924, $471,238: total disbursements, $210,460. 

Continental Life, Wilmington, Del.—New in- 
surance paid for, 1924, $11,531,774; insurance 
in force, December 31, 1924, $53,501,815; assets, 
$7,097,883: surplus to policyholders, $1,830,044; 
total income, 1924, $1,899,742: total disburse- 
ments, $1,032,836. 

Victory Life, Topeka, Kan.—New insurance 
paid for, 1924, $3,980,335; insurance in force, 
December 31, 1924, $8,683,600; assets, $376,- 
238; surplus to policyholders, $171,556; total 
meome, 1924, $303,139; total disbursements, 
$209,614. 

Imperial Life, Toronto, Can.—New insurance 
issued, 1924, $33,424,317; insurance in force, 
December 31, 1924, $176,068,256. 

Sun Life, Montreal, Can—New insurance, 


1924, $144,000,000; insurance in force, Decem- 
ber 31, 1924, $835,000,000. 

Manhattan Life, New York.—New insurance 
paid for, 1924, $10,055,253; 1923, $12,121,330; 
insurance in force, December 31, 1924, $76,- 
037,635; December 31, 1923, $75,951,527; assets, 
December 31, 1924, $19,199,165; surplus to pol- 
icyholders, $1,327,528; total income, 1924, $3,- 
334,586; total disbursements, $3,677,672. 

Methodist Ministers Relief, Boston, Mass.— 
New insurance paid for, 1924, $176,250; insur- 
ance in force, December 31, 1924, $2,443,407; 
assets, $479,639; surplus to policyholders, $56,- 
131; total income, 1924, $174,453; total dis- 
bursements, $58,157. 

Agricultural Life, Bay City, Mich—New 
insurance paid for, 1924, 32,886,000; insurance 
in force, December 31, 1924, $13,501,437 ; assets, 
$1,542,280; surplus to policyholders, $291,469; 
total income, 1924, $552,116; total disburse- 
ments, $265,391. 

Montana Life, Helena, \lont.—New insurance 
paid for, 1924, $8,005,556; insurance in force, 
December 31, 1924, $37,639,409; assets, $5,979,- 
250; surplus to policyholders, $1,002,590; total 
income, 1924, $1,752,383: total disbursements, 
$1,095,902. 

New England Mutual Life, Boston, Mass.— 
New insurance paid for,,1924, $103,955,200 (in- 
cluding additions and revivals) ; 1923, $96,148,- 
025; insurance in force, [december 31, 1924, 
$781,084,967 ; 1923, $719,421,634. 

Monarch Lite, Winnipeg, Man., Can.—New 
business, 1924, about $40,0c0,000. 

Connecticut Mutual Life, [lartford, Conn.— 
New insurance paid for, 1924, $82,839,503; m- 
surance in force, December 31, 1924, $541,268,- 
025; assets, $119,224,034; surplus to policyhold- 
ers, $6,206,569; total income, 1924, $22,711,300; 
total disbursements, $15,870,102. 

Mutual Life, \Mass.—New 


Boston Boston, 


business paid for, 1924, $11,768,062: 1923, $11,- 
079,180; insurance in force, December 31, 1924, 
$43,719,870; 1923, $39,130,801. 
Newman & MacBain Second Appointment 
of Independence Fire 

The second appointment of the newly or- 
ganized Independence Fire Insurance Company 
of Philadelphia is the New York firm of New- 
man & MacBain, Ine., 87 Maiden Lane, as its 
inetropolitan district agents for all fire lines. 
recalled, the Philadelphia firm of 
Smith was 


As is 
Stokes, Packard, 
named as the first appointment of the Indepen- 
dence. Thus with these two auspicious nomi 
nations the inchoative operations of the organ- 
The Newman 


Haughton & 


ization will be in capabie hands. 
& MacBain agency stands among the leading 
fire insurance offices of New York city. It has 
a large brokerage clientele and has exceptional 
facilities for handling desirable fire businesses. 
The metropolitan representation of a number of 
strong companies, among which are the Fidel- 
ity- Phenix, the Merchants Fire Insurance Cor- 
poration, the Firemens of Washington, D. C., 
the Importers and Exporters of New York, the 
International of New York, the Peoples of 
Maryland and the New York State, is already 
under the direction of this firm. 
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ERNEST STURM NOW CHAIRMAN OF 
FARMERS 
Official Staff for All Four Companies Now 
Complete After Dual Meetings 


Two separate meetings, one for the stock- 
holders, one for the board of directors, were 
held on Monday of this week at the home office 
of the Farmers Insurance Company of Iowa in 
Cedar Rapids. At the latter meeting perhaps 
the most important action of either gathering 
was the election of Ernest Sturm to the chair- 
manship of the company. Mr. Sturm is now 
chairman of the other three companies in the 
America Fore group and this move completes 
the one official staff in control of all four com- 
panies. As was consistent with the policy of 
Donica, president of the 
Haid, presi- 


unit control J. F. 
I'armers, requested that Paul L. 
dent of the remaining three companies of the 
group, be elected president in his place and he 
be made vice-president. This request was con- 
formed to and other officers of the group were 
elected to similar positions in the Farmers. The 
official staff of that company now stands as 
follows: 

Chairman of the board of directors—Ernest 
Sturm. 

President.—Paul L. Haid. 

Vice-Presidents——J. F. Donica, James A. 
Swinnerton, J. R. Wilbur, William Quaid, H. 
IX. Maxson, C. W. Pierce 

Vice-President and Counsel.—Lamar Hill. 

Secretaries—Frank R. Millard, Ernest A. 
Henne, George A. Clark, J. P. Breeden, O. F. 
Grover, William F. Dooley, John W. Clarke, 
William I. Lamm, Jr., Herbert W. Grindal, 
Vincent L. Gallagher, Vernon Hall, Frank E. 
Pirkel. 

Treasurer.—Charles E. Swan. 

Assistant Secretaries—M. E. Moriarty, E. 
\\. Hotchkin, Fred D. Hougham, W. W. Grove, 
Olaf Nordeng, John G. Derby, Frank Christen- 





sen. 

Auditor.—William Emes. 

Assistant Auditor.—Bertram Jones. 

There can be no doubt that the Farmers In- 
surance Company is placed in an enviable posi- 
tion to increase its business and expand along 
healthy lines through the help of these newly 
elected officers. 

At the stockholders’ meeting the following 
directors were 
chosen to serve during the coming year: J. F. 
Donica, Paul L. Haid, Ernest A. Henne, C. N. 
Jenkins, Ernest Sturm, James A. Swinnerton 
and J. R. Wilbur. 


members for the board of 


Insurance Company of North America 

Preliminary figures available relating to 1924 
business of the Insurance Company of North 
America, Philadelphia, Pa., show that the prof- 
its of the year were such as to permit the com- 
pany to establish a conflagration reserve of $1.- 
000,600, pay $1,250,000 for dividends and add 
$2,000,000 to surplus. 





—Danville, Va., reports a fire loss of $55,575.39 
during 1924. This is the lowest fire loss experience 


by that city in several years. 
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YOU may be the fellow we want. 
WE may be the Company you want. 


LOUISIANA STATE LIFE INSURANCE CO. 














HOME OFFICE SHREVEPORT, LA, 
J.C. EVERETT, Mer. J. E. LEEPER, Mgr., 
317 Wilson Bldg. P. O. Box 1077, 
Dallas, Texas Little Rock, Ark. j 
Will open new terri- 
tory if justifiable. I 
: : RENT : — 
TORNADO “SG 1 2 z AUTOMOBILE : THE WOMAN S BENEFIT ASSOCIATION 
USE AND Seq =. wd SPRINKLER OF THE MACCABEES 
OCCUPANCY of Sec PR AKAGE ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society in the World Composed Exclusively of Women 
UNITED STATES BRANCH it lh one pgalgeelamaamaal 
mas The Membership is over 255,000 
IO William Street, New York The Reserve Fund is over $19,000,000 


Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of Its Members 
—— Cares for its Needy Sick 
asaieaiamenaat W. B. A. Health Centers in Every City 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll fur Infants 
Its Reviews are Social and Welfare Centers 
Write for information to 


MISS BINA M. WEST MISS FRANCES D. PARTRIDGE 
Supreme Commander, Port Huron, Mich. Supreme Record Keeper, Port Huron, Mic 


THE EUREKA LIFE INSURANCE COMPANY GEORGE WASHINGTON LIFE 
of 





Sa Horatio N. Kelsey, Manager 











INSURANCE COMPANY 
BALTIMORE, MARYLAND Charleston, W. Va. 
Incorporated 1882 Harrison B. Smith, President 
‘ ‘i ity for liberal contracts covering definite 
A regular OLD LINE Stock Life Insurance presents ee om , ~~ _~e 
Company, issuing all the STANDARD FORMS of et ee 
POLICIES, INDUSTRIAL and ORDINARY. The States of West Virginia, Virginia, Ohio, Kentucky, Ten- 


nessee, South Carolina, North Carolina, Georgia, Michigan, 
Oklahoma and Washington. 




















JOHN C. MAGINNIS, President JOSH. N. WARFIELD, Jr., Sec’y & Treas : . 
J. BARRY MAHOOL, Vice-President J. HOWARD IGLEHART, Medical Director Address ERNEST C. MILAIR, Vice President and Sec’y 
PUBLICATIONS OF C. &E. LAYTON SOUTHERN LIFE AND HEALTH INS. CO. 
The undersigned are sole agents in the United States for the old estab- 
i ishi i f London, England 9 
Se Toor Aa Gi conte on: Ses Sie, ance 0k See Gran oF ‘“‘Oldest and Best’ 


insurance embrace the most valuable and standard treatises on these sub- 

















—_ SEND TEN CENT STAMP FOR CATALOGUE. Has openings for good debit men and business 
THE SPECTATOR COMPANY producers. 
135 WILLIAM STREET, NEW YORK P. O. BOX 884 BIRMINGHAM, ALA 
6 SKONTA’? Rapid Calculating Machine 
SA for Multiplying and Dividing 





CT TE ES This machine is a time and money E’ 
©@@¢ @ yee 2 oe @¢ @-@ saver. It permits the calculation of 
ee §=6mathematical problems both intricate 

aay ms and simple in one fourth the time for- 

f: xsririek geGiowstionenrnith —SAKONIA —gagnirte sa Lt oh PN merly allotted. Free from error. 


ACCURATE CONVENIENT NOISELESS 


Its small size and light weight readily permits 
removal fron office to office. The machine 
works noiselessly and is not a disturbing ele- 
Sitsbeioni et | ment in the office. 







ADAPTABILITY AND USE CHEERFULLY DEMONSTRATED 


THE SPECTATOR COMPANY, Selling Agents 
Chicago Office: Insurance Exchange 135 WILLIAM STREET, NEW YORK 
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MANAGER C. H. POST DIES 





Succumbs to Heart Attack After Long 
Illness 


LONG DEAN OF BRITISH MANAGERS IN 
UNITED STATES 





Was United States Head of Caledonian 
Insurance and President of Caledonian- 
American 

Charles H. Post, United States manager of 
the Caledonian Insurance Company and presi- 
dent of the Caledonian-American Insurance 
Company, without exception the most popular 
British manager in the country, died at an early 
hour last Friday morning at his home in Hart- 
ford, Conn. For some weeks Mr. Post has heen 
confined to his bed with an illness of a serious 
nature and late Thursday night signs of heart 
trouble were detected which finally re- 
sulted in his death some few hours later. Mr. 
Post was sixty-nine years of age and is sur- 
vived by Mrs. Post, two daughters, Mrs. C. F. 
Shallcross, wife of the United States manager 
of the North British and Mercantile Insurance 
Company, and Miss Katherine Post, and two 
erandchildren, daughter and son of Mrs. Shall- 
cross. 

The funeral took place at his Hartford home 
on Saturday afternoon. The services and the 
absence of floral decorations were unassuming 
but the large number of friends and acquaint- 
ances who had come from New York to attend 
gave proof of the personality and popularity of 
Mr. Post. Among those from New York who 
were present at the services were: W. E. 
Mallalieu, general manager of the National 
Board; Otto E. Schaefer, C. Weston Bailey, 
Wallace Reid, of the New York Board of Fire 
Underwriters; John Kenlon, chief of the New 
York Fire Department; J. O. Schwank, super- 
intendent of the New York Fire Patrol and 
the Brooklyn Salvage Corps, besides representa- 
tives of the various companies, directors of the 
Caledonian companies and a host of personal 
friends. It was announced that the interment 
will be confined to relations and a few great 
personal friends and will take place at FEllen- 
ville, N. Y., Mr. Post’s childhood home, in the 
same cemetery where his parents now lie. 

Mr. Post was born at Derby, Conn., May 16, 
1856, of old Connecticut stock. Both branches 
of his family had been residents of Derby for 
generations. When he was but a few months 
old, his parents suddenly decided to emigrate 
to Ellenville, where his father founded Post's 
Academy. At the age of seventeen his father 
was taken from him and rather than continue 
the work of the institution he entered the local 
insurance agency as office boy. He applied 
himself to the study of insurance with such 
vigor that in 1878 we find him special agent of 
the Continental in New York State. In 1884 


he became a member of the firm of Post & 
McCurdy, of New York, general agents of the 
Washington Fire and Marine of Boston. A 
little less than four years subsequent the 
Niagara Fire reinsured the latter’s business, 
making him assistant manager. In March, 1892, 





through the influence of Mr. Post, the Cale- 
donian entered the Niagara office and he took 
charge of its business. Later when the Cale- 
donian had a United States office of its own 
in New York, Mr. Post was manager. After 
serving as manager many years most conserva- 
tively and loyally he organized for the parent 
company the Caledonian-American Insurance 
Company, with himself as president. 

Of his personal side it will suffice to say that 
he was a man of rare ability; he made friends 
by the score and, what was even more to his 
credit; he kept them. 


Indianapolis Insurance Day 

(Continued from page 3) 
Insurance Company, Chicago, spoke on auto- 
mobile underwriting at a meeting of the In- 
diana Insurance Society in the Palm room of 
the Claypool hotel, Tuesday. C. J. Richmend of 
Tipton, vice-president of the society, discussed 
the need of a more simplified schedule of auto- 
mobile insurance rates by stock companies to 
enable them to compete with mutual compa- 
nies. 

The Indiana Association of Life Underwrit- 
ers at its meeting heard an address by William 
A. Searle, assistant to the president of the Na- 
tional Association of Life Underwriters, Phil- 
adelphia, on the work of the National organiza- 
tion, and elected Frank L. Jones of India- 
napolis, president; E. F. Johnson, South Bend, 
vice-president; Grant Sharp, Indianapolis, sec- 
retary-treasurer. 

Members of the Indianapolis Association of 
Life Underwriters and a number of non-resi- 
dent insurance men, about 180 altogether, met 
at luncheon in the Travertine room of the 
Hotel Lincoln. 

P. W. Simpson, president of the Association, 
presided, and speeches were made by Mr. Searle 
and Dr. Chas. J. Rockwell, Director of School 
of Life Insurance Salesmanship, University of 
Pittsburgh. Dr. ‘Rockwell’s subject was the 
“Technique of the Approach.” 

A banquet Tuesday evening concluded the 
program. Claris Adams of Indianapolis was 
toastmaster, and Congressman Charles L. Un- 
derhill of Massachusetts, Lieutenant Governor 
F. Harold Van Orman of Indiana, Samuel O. 
Dunn, editor of Railway Age, Chicago, and 
William Herschell spoke. 

Five reels of moving pictures were shown 
in the assembly room on the eighth floor of the 
Claypool hotel in connection with the vocational 
exhibits of forty companies and organizations. 

Russell T. Byers, Indianapolis, vice-presi- 
dent of the American Central Life Insurance 
Company, was elected president of the Indiana 
Insurance Federation. 

Vice-presidents include H. L. Barr, India- 
napolis, State agent for the Insurance Company 
of North America; C. A. McCotter, India- 
napolis, secretary of the Grain Dealers Na- 
tional Mutual Fire Insurance Company; Harry 
P. Frazier of Evansville, secretary-treasurer 
and general manager of the Bennett-Hutchin- 
son Company; Frank L. Jones, Indianapolis, 
agency manager of The Equitable Assurance 
Society of New York, and newly elected presi- 


19 


dent of the Life Underwriters Association; ‘R. 
C. Griswold, Indianapolis, manager of the 
7Etna Casualty and Surety Company; Clarence 
F. Merrell, Indianapolis, Turner, Adams, Mer- 
rell, Locke, and A. L. Rigsbee, manager of the 
insurance department, Fletcher Savings and 
Trust Company. Joseph G. Wood was elected 
secretary, and Sol S. Kiser, Indianapolis, treas. 

Directors elected were: Representative of all 
classifications of insurance: Life insurance— 
W. J. Greenwood, Indianapolis; Dr. H. E. 
Sharrer, Hammond; E. F. Johnson, South 
Bend; Geo. C. Morris, Terre Haute; A. E. 
Workhoff, Lafayette; Elbert Storer, India- 
napolis; M. C. Thorton, New Albany. Fire 
insurance—M. C. Buckingham, Indianapolis; 
J. Oscar Beck, Lafayette; C. O. Bray, India- 
napolis; W. F. Ray, Indianapolis; John W. 
Noble, Indianapolis, and Charles Y. Bean, In- 
dianapolis. Casualty insurance—John S. Hunt, 
Indianapolis; Dudley C. Griffith, Indianapolis; 
M. L. Johnson, Indianapolis; Clinton R. Wil- 
son, Fort Wayne; W. D. Scoble, Richmond; 
D. H. McGill, LaPorte; W. G. Elliott, South 
Bend. Local agents—Joseph W. Stickney, In- 
dianapolis; H. J. Gescheidler, Hammond; H. 
H. Wolfe, Muncie; E. P. Gooden, Lawrence- 
burg; Nathan H. Richardson, Indianapolis; M. 
E. Becker, Brazil; D. V. Blackburn, Evans- 
ville; F. W. Ortlieb, Fort Wayne. Fraternal 
insurance—John C. Synder, Crawfordsville, 
and J. D. Volz, Indianapolis. Attorneys— 
Clarence C. Wysong, C. R. Wellivre, Burrel T. 
Wright and Richard M. Hennessey, India- 
napolis. 

As the State Fire Marshal is a member of the 
board, Newman T. Miller was elected. 


CoNRGESSMAN SPEAKS ON GOVERNMENT 
OwNneERSHIP 


Charles L. Underhill, congressman from 
Massachusetts, delivered a scathing address 
on government ownership or any legislation 
which would open the way to more paternal- 
ism in business. He pointed to the last two 
slogans used in presidential campaigns as in- 
dicative of the general attitude of business men 
against interference in business by the govern- 
ment or State. He said: 


The ambition to build has been the driving 
power that has built this nation. The abuses 
have been but coincident with the construction. 
It seems to be the unanimous opinion of the 
people of the country that they are tired of 
folks running to legislatures and to congress 
asking for more bureaus and more paternalism ; 
but yet some business men ask legislation for 
other businesses. As long as it does not in- 
timately affect our own particular business, we 
seem content to let some one else bear the bur- 
den. Public ownership of railroads and coal 
mines would add $7,000,000 to the government 
payroll, which is now over-heavy. Each govern- 
ment employee generally controls three votes, 
this means a total of 21,000,000 votes, or the 
absolute domination of the country by the ser- 
vants of the people. Government ownership 
meant a big loss in railroad and merchant ma- 
rine operation. The same would apply to other 
trials. It is astounding what the people want 
of the government now before congress is 
asked aid for the farmer—a national maga- 
zine, a conservatory of music, a department for 
the deaf and dumb, a correspondence school 
and all sorts of similar things. 
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INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III 


Up Anchor! 


We have jumped into 1925 all optimism. Every- 
one is talking prosperity. Indications point to 
a happy new business year. 


But in the midst of our jubilation at “Getting 
back to Normalcy”’ can we afford just to sit around 
and gloat over it? The man who floats along 
with the flood tide of better times never will get 
as far as the skipper who knows when to hoist 
his sails and lay a true course. 


Perhaps you need new rigging. Maybe your 
compass wants checking. The American Eagle 
Special Agent will be glad to give service along 
any line in his power. Get in touch. 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 


ERNEST STURM 


Chairman of the Board 


PAUL L. HAID 


President 


Cash 
Capital: 
One Million Dollars 
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INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1924 


Reserve for Unearned Premiums .............. $1,251,042.79 

NO SURE I CRENSTLEN SESS Si esc 6 Sng fees 3/81 bk eestor leh is baba tO Gs 307,400.33 

COTTE [ea AE SOAS See ee Se ene = $500,000.00 

AOE SS ee ee eee er 1,103,162.36 

Surplus to Policyholders................... 1,603,162.36 
MON REBEB 265.5 nis a cede on coo $3,161,605.48 


Wm. H. Palmer, Jr., Vice President 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer 











LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 
Organized 1855 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
Capital, $2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 


JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 

















CUTTING THE COST of AUTO 
INSURANCE IN HALF 


By HERMAN A. BAYERN, Specialist in Automobile Insurance 


In this booklet is convincingly set forth the necessity for 
insurance of various types to protect the automobile owner. 
The risks he incurs through the ownership and operation of a 
motor car are graphically described, many of them being 
emphasized by 


Photographs of Newspaper Clippings Telling of Lawsuits 
and Judgments for Large Amounts 


due to automobile accidents, proving the need for considerable 
lines of liability and property damage insurance. 

Companies and genera! agents writing motor vehicle insur- 
ance are ordering this booklet in quantities to supply to agents 
and brokers. 


EVERY AGENT AND BROKER 


who sells automobile insurance needs copies of this valuable 
book to show or present to prospects who do not realize the 
financial danger involved in automobile ownership. 


PRICES 
Per copy, ‘paper binging. <<... 6666 bk ces sees dnc $1.00 
Per copy, fabrikoid binding...................... $1.50 


Discount in quantities 


THE SPECTATOR COMPANY 


Publishers 
CHICAGO OFFICE: 135 William Street 
Insurance Exchange NEW YORK 
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| FIRE INSURANCE NOTES AND EVENTS 
ee 


NEW YORK SURVEYS 

Why Was It Nobody’s Business? —The 
heading of a recent circular put out by the Na- 
tional Fire Protection Association, bears the 
title—“Nobody’s Business!” It deals with the 
destruction by fire, in the town of Bridgewater, 
Mass., of the State Normal School. The docu- 
ment then proceeds to state that a knowledge 
of the lack of fire protection was known to the 
proper officials for a period of over three years. 
If that is a fact, then it would seem as though 
the responsibility in this case, was as direct as 
it could possibly be. The fact is, that not only 
were the public officials to blame, but some blame 
probably rests upon those engaged in fire pre- 
vention work, that emphatic attention was not 
called to the fact that this property was seri- 
ously endangered as well as the town. Perhaps 
all that was done. Let us hope so. The re- 
sponsibility, however, rests primarily on the 
public officials in the final analysis because they 
were in charge of public property, and the item 
of insurance did not enter into it. It was 
somebody's business. 

The Usual Thing.—The 
building was three and 
cents (3.28), the rate on the contents was five 
dollars and twenty-six cents (5.26). It was 
six (6) stories high, of non-fireproof construc- 
tion, and the area was four thousand, nine hun- 
dred and fifty square feet. The number of 
tenants was at least ten (10), and the electrical 
apparatus was unsafe. On January 16, 1925, 
The number of alarms turned in to 
summons apparatus was twelve (12). This 
simple statement of facts is enough to explain 
in large measure, the fire waste of the United 
States. 

The Insurance Institute of America.—The 
joint meeting of the committee on finance and 
membership, which was held at the Downtown 
Association, January 16, 1925, was very suc- 
cessful in reaching definite conclusions in re- 


rate on. the 


dollars twenty-eight 


it burnt. 


gard to defining the classes of membership, and 
fixing the dues in connection therewith. The 
report of the committee will be presented to 
the meeting of the board of governors, which 
takes place on February 24. If adopted by the 
board, the plan will at once be put into opera- 
tion, 


PHILADELPHIA NOTES 
W. H. Evert Appointed. 
ence Fire announces the appointment of W. H. 


The Independ- 


Evert as superintendent of agencies to take 
effect February 1. Mr. 
with the Underwriters Association of the Mid- 


[vert was formerly 


dle Department and later served as State agent 
for ten years for the London Assurance Cor- 
poration. He is a former president of the Un- 


derwriters Club of Philadelphia and is now 
most loyal gander of the New York City Pond 
of the Blue Goose. 


Fire Insurance Society Dinner— About 
{00 fire insurance men gathered around the ban- 
at the 
evening of January 15 


quet tables Bellevue-Stratford on the 
for the twenty-fourth 
dinner of the lire 


annual Insurance Society 


of Philadelphia. It was a gala occasion in 
every sense of the word. President J. Sander- 
son Trump presided after the music and feast- 
ing had ended. 
James V. 


politan Life ; 


He introduced as the speakers 
Barry, vice-president of the Metro- 
Major Lynn G. Adams, head of 
State ang ©... hb 


Hitchcock, of the Insurance Field. The speak- 


the Pennsylvania Police, 


ers did not touch upon the subject of in- 
surance but told humorous stories, keeping the 
banqueters in a jolly atmosphere until well near 
Harold B. Smith, slated to be the 


next president of the organization, spoke briefly 


midnight. 


concerning his plans for the coming year. 
Camden Fire Stock Increase.—The 
Fire will hold an important meeting of 


Cam- 
den 
vote on the 
of capital stock to $2,000,000. 


stockholders lebruary 5 to sug- 


gested increase 
lf the plan is indorsed the present stockholders 
will be permitted to buy three new shares of 
stock at par of $5. 

Fire Underwriters’ Election.—The fol- 
lowing men have been elected to the board of 
lire Underwriters of Allegheny county, Pa.: 
T. Lee Trimble of the Superior Fire, A. M. 
Hast, St. Paul and W. L. 
Clark of the 


Fire and Marine 


Richmond. 


BOSTON AND VICINITY 

Fire Waste Report.—The report of the 
legislative recess commission appointed to in- 
vestigate the fire waste in Massachusetts recom- 
mends that fire prevention work should con- 
stitute a State-wide activity, under the direc- 
tion of the commissioner of public safety. The 
commission believes the laws relative to public 
safety from fire should be uniform threughout 
the State, and 
abolishment of the Metropolitan (Boston) Fire 


therefore recommends the 


Prevention District, now apart from the State 
department of public safety, and the consclida- 
tion of all fire prevention work under a new 
A hill to create 


well as bills 


law which shall be State wide. 


such a new law, as for laws to 


adopt the “forty-five day law” whereby fire 
losses over $100 shall not be paid within forty- 
five days unless by special permission of the 
Commissioner of Insurance; the addition of a 
prison sentence of not more than twenty vears 
for arson to the present possible jail sentence 
or fine: and a stiff penalty for those guilty of 
filing false proofs of loss or those accessory 
to the same are appended to the report. 

Palmetto Fire Admitted.—The Palmetto 
Fire Insurance Company of Sumter, S. C, 
admitted to Massachusetts last week to 
S. B. Ames of Milton has been ap- 
pointed Massachusetts agent. 


was 
write fire. 


2I 


Ackerman to Direct Insurance 
Courses 
S. B. Ackerman, formerly connected with the 
New York Insurance Department, is to direct 
two important courses; one in fire insurance, 
the other in principles of insurance, offered by 
the Wall street division of the New York Uni- 


Ss. B. 


versity. 

The registration date for both courses took 
place on Monday of this week. However, the 
class sessions for the course in the principles 
with hours 

from 5:15 to 7:00 at 90 
The fire insurance 
will gather in the same building on Monday 


of insurance begin February 5, 


every Thursday 
Trinity place. course in 
from 5:15 to 7:00. 

As each class will be limited to thirty stu- 
dents, thus insuring the personal attention of 
the instructor to each member of the class, it 
is suggested that those persons who desire to 
take this course and who have not yet regis- 
tered should do so at once. 


A. E. TITUS, A. E. CONOR AND J. W. 
GUILFOYLE ESTABLISH AGENCY 
A new general agency has been organized 
in New York city with offices at 79 Wall street, 
headed by Austin FE. Titus, president; Alan E. 
Conor, vice-president, and John W. Guilfoyle, 
secretary and treasurer. The newly established 
agency has, by an auspicious combination of 
circumstances, the good fortune to have signed 
contracts whereby it will represent the A®tna 
Life and its affiliated companies. In this way 
fine initial facilities will be provided in carrying 
liability and compensaton lines for the ‘Etna 
Life, general casualty and surety lines for the 
AEtna Casualty and Surety, and fire and marine 
lines for the Automobile of Hartford. 


Says Insurance Is Favored by Present Tax 
System 

LANSING, Micu., January 17.—Possibility of 
some new form of insurance tax being levied 
during the current session of the Michigan 
Legislature has arisen with the filing last week 
of a special report of the State tax commission, 
in which it is charged that insurance interests 
are being specially favored under the existing 
tax situation. The report, filed with Governor 
Alex. J. Groesbeck by George Lord, chairman 
of the commission, goes exhaustively into Mich- 
igan’s taxation system, points out apparent in- 
equities, and recommends numerous changes. 

The commission’s report devotes several 
paragraphs to the taxation of insurance com- 
panies in which it is contended that, due to the 
fact that insurance companies are now per- 
mitted to deduct their debes from “all” of 
their personal property rather than to deduct 
them from their credits, as is required of other 
classes of business, they are going nearly tax- 
free. 
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THE MAKING OF THE FIRE INSURANCE RATE 


Ldward P. Hardy, fesistant Manager, New York Fire Insurance Lxchange~™ 
Forty-Ninth Article 


MOMMA... 


Yy 


Analytic System for the Measurement of Relative Fire Hazard 


The system of rating which is now to be considered bears the 
title at the head of this article. It has, however, come to be 
more commonly known and, in fact, always was known, as the 
Dean Schedule. This is due to the fact that the author, A. F. 
Dean, who for forty years has been connected with the Western 
department of the Springfield Fire and Marine Insurance 
Company of Springfield, Mass., not only originated the basic 
idea of the system, but also devoted at least a quarter of a 
century to its development. Some years ago in a letter to the 
author Mr. Dean set forth the salient facts in connection with 
chronological development of the system. There is no better 
way of presenting this time development than by reproducing 
this letter, which reads as follows : 

I am in receipt of your favor of the 13th inst., and in reply will say 
that the Analytic System is the result of a slow growth and it is some- 
what difficult to give the data you wish. 

It began with a paper read before the Missouri, Kansas and Nebraska 
Fire Underwriters Association in 1880, on the subject of “Irregular 
Frame Exposures.” This paper embodies some formulas on the subject 
which I personally used for many years. On July 17, 1889, I formulated 
a schedule, at the request of the companies, along the same line of rea- 
soning, but it was not adopted because of its being regarded as too com- 
plicated. On December 11, I issued a pamphlet entitled “Ex- 
posure Formulas and Basis Tariff for Frame, Iron Clad and Brick 
Veneered Buildings and Contents.” This was at once put to use for practi- 
cal rating purposes in Illinois and several other States. On March 11, 
1403, I completed a basic tariff for brick buildings and contents which 
also was put to immediate use by the companies. On June 27, 1903, I 
issued a second edition combining the two tariffs above named, under the 
title of Mercantile Tariff Exposure Formulas for the Measurement of 
Fire Hazard,” which also went into immediate use as a rating tariff for 
the smaller towns, but the use of it in larger towns required various 
1904, I issued a new edition under the 
name of the “Analytic System for the Measurement of Relative Fire 
Hazard.” Immediately after the Baltimore fire I was asked to expand 
the system so to cover the large cities in lieu of the tariffs that had been 
in previous use. This was done, but the tariff did not go into use until 
immediately after the San Francisco conflagration. On June 15, 1906, 
the addition for large cities was issued and has been in use ever since, 
being expanded from time to time as new problems arose. 

Trusting this information is what you require, I remain 

Very truly yours, 


1Qo2, 


expansions, and on October 17, 


(Signed) <A. I. Dean. 


The story as presented in this letter, which is very short, gives 
not the slightest indication of the many years that were patiently 
devoted to the development of the system. In fact, the period 
; and while at the end of 
nts began to pick up much of the detail work, 
There 


covered at least of a century 
that time lieutena 
the author of the 
are some who speak lightly of developing a system of rating that 
shall be uni ide. They have but little appre- 
ciation of the high talent and patience required for such a piece 
of work. If they did they would approach the subject in a 
more humble spirit than they indicate today. There are few 
men who have contributed more to the solution of the rating 


a quarter 


schedule was at all times consulted. 


form and countryy 


problem than A. I’, Dean, and the business of life insurance 
owes him a measure of gratitude which, while it has not hes. 
tated to express tis appreciation, nevertheless is one of thos 
pieces of work for which the individual cannot be properly 
thanked. 


THE ESSENTIALS OF THE SYSTEM 
There are a few basic principles which are fundamental jy 
this system of rating, and these are place, time, and relation, 


Tue Risk, THE PLACE, AND THE TIME 

Concerning the first, that will be duly analyzed when the de. 
tails of the schedule are taken up. It is, in fact, the application 
of the schedule based on certain standards to the risk and, so far 
as this essential is concerned, does not differ from other system: 
of rating, although the analysis, of course, follows the basic lines 
adopted for the system. The second deals with place, and is 
intended to take into consideration the difference in the rate of 
burning of different localities. If one examines the average 
rate of insurance in each of the forty-eight of the United 
States, it will be seen at a glance that no two are alike and the 
differences are extremely marked. The lower rates will gen- 
erally prevail in the eastern part of the country and the higher 
in the southern and middle west, also on the western coast. No 
two States have the same rate of insurance. There may come 
a time when a primary base rate for rating purposes will be 
based on the burning rate of the whole United States, with a 
differential added for the difference of burning in the different 
States. It would probably be well if that were done. but at the 
present time, since each State controls the business within itself, 
the plan is adopted of permitting each State to stand on its own 
bottom, so to speak, and to profit or suffer according to its 
record. The third factor is that of time. No one has decided 
the precise length of time which ought to be taken into consid- 
eration in deciding whether rates should be advanced or lowered. 
For instance, there is no such thing as a five-year period witha 
checking up at the end of that time. 
be because the experience, after all, in any five-year period is 
not necessarily the same for all classes of business. The ter- 
dency now is to consider a class at the end of a period of time 
cares to write 


There will probably never 


generally when the class gets so bad that nobody 
it. This forces a reconsideration of the rates which are being 
charged for that class. The element of time does, however, 
play an important part because so much insurance is written on 
It is almost necessary, 
of years to pass 
by before any attempt is made to check up the experience. In 


a term basis, that is, three or five years. 


therefore, to permit at least a certain number 


another branch of insurance, which is subject to schedule rating, 
the experience has been bad for a period of five years and most 
Some did not want the 
a ten-year period the business had 


of the companies desire an advance. 
advance because by taking 
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shown some profit. This illustration states the problem wrapped 
up in the element of time. No one has decided up to the present 
time just how long the time factor must be before it warrants 
changes in either the class or the territory. 


THE SYSTEM OF RELATIONS 

The schedule claims, probably with some merit, that the parts 
are so related one to the other that they constitute a perfect 
whole. We shall have occasion to see that this is probably not 
altogether true, but, nevertheless, in many respects it is essen- 
tially so. 
most important factor in the schedule. 
ting it too strongly to say that it is the most important contribu- 
tion which the schedule makes to fire insurance rating. Mr. 
Dean conceived the idea that not only must the final rate be a 
consistent piece of work in relation to the hazard of risk, but 
that the parts of the rate must be so related to the whole as to 
establish this final consistency. Proceeding on this principle, 
he introduced the factor of relativity and has stated his thought 


This factor of relativity is considered, probably, the 
Perhaps it is not put- 


in these words: 


Fire underwriting is a business transacted upon averages. Fire hazard, 
as a whole, is a compound, not of dissociated but of related parts, and 
each part is as amenable to the law of averages as the total composed 
of all these parts. If, under the law of averages, a thousand buildings 
of given construction, occupancy and protection will show a given ratio 
of loss to value during a given period, under the same law a thousand 
flues, hatchways, skylights, well-holes, wooden ceilings or other parts of 
the building of given construction will each contribute its unvarying 
Hence the several parts stand in a position of un- 
Fire haz- 


quota of this ratio. 
changing relativity, not only to the whole, but to each other. 
ard is by nature a network of relativity. 

More light can he shed on this phase of the schedule by an 
illustration than by a mere statement of principle involved. The 
comparison had best be made with the Universal Mercantile 
Schedule, because it is the one other system that has been widely 
It will be recalled that the Universal System starts from 
a key rate which measures the factors of a city that affect the 


used. 


fire loss and which factors are beyond the control of an indi- 
vidual underwriter. They can only be changed by civic action. 
This key rate is fixed at a certain number of cents. The risk 
that is being rated is then analyzed by the other features of the 
schedule as, for instance, a defective chimney will have a charge 
of twelve cents. Now if there is a key rate of twenty-four 
cents, then the charge for the chimney is 50 per cent of the key 
All these deficiency charges, it should be noted, are a 
fixed number of cents and do not of necessity bear any forced 


rate. 
relation to the key rate. Now suppose a city improves the 
general conditions from a fire loss standpoint so that the city 
is entitled to a key rate of twelve cents; in other words, it has 
been reduced 50 per cent of twenty-four cents. The charge for 
the chimney will remain precisely the same ; and whereas before 
it was 50 per cent af the key rate, it is now 100 per cent of the 
key rate. The theory of the Universal Schedule is that a de- 
fective chimney is a defective chimney and it is immaterial 
whether it be in a town that ranks as first class or tenth class: 


the charge should be the same in any case. 
THe ANALYTIC SYSTEM 
The Analytic System takes a different view, and it is this 
view which constitutes one of its real contributions to schedule 
rating. 


5 


If the base rate of a town is one dollar, the charge for 


we 


a defective chimney will be a certain percentage of that base 
rate. This percentage will vary according to the defectiveness 
of the chimney, ranging from 5 to 30 per cent, but it is always 
a percentage of the base rate. It may be assumed that the chim- 
ney is practically standard, but is slightly defective, so that a 
charge of 5 per cent of the base rate is made. The base rate 
being one dollar, the charge will be five cents, or one-twentieth 
of the base rate. It should be noted carefully that the relation 
between the charge for the chimney and the base rate of the 
town is precisely the same when the town has a high base rate 
as when it has a low base rate. This is an illustration of the 
element of relativity which plays such an important part in the 
system. 

The standards are empirical. No claim is made that the 
standards or percentages for departure are based on absolute 
statistical facts. As a matter of fact, such statistics are not 
availbale in many cases for the losses as a whole, and in no 
case probably are they available for portions of losses such as 
the case of the chimney which has been used as an illustration. 
The percentage of loss contributed by the different items for 
which charges are made in the schedule is not known. It is 
not known in any system of rating, and in the light of any in- 
formation at hand now, it must continue to be one of judgment 
beside one of experience and intuition. The important point is 
that standards which are deemed necessary and satisfactory are 
set up for measuring these different factors; that is, as far as 
schedule rate making can go today and may be as far as it will 
eo for some time. In leaving this part of the subject, it is best 
to do so with a quotation from Mr. Dean, who, on this point, 
says: 

In constructing a hasis schedule we necessarily select certain features 
of hazard as separable, and attach to each of these a charge, while to 
the residue, consisting of unanalyzed parts, we attach a lump charge and 
call it a basis rate. There is no intrinsic difference between the charge 
we call a basis rate and the other charges, excepting that it includes all 
things too obscure, indefinite or unimportant to schedule. If, under the 
law of averages, the relativity between the whole and its parts does not 
change, and the relativity among the several parts themselves is constant, 
it follows that each charge bears an unvarying relation to the basis rate, 
or, conversely, the basis rate a constant relation to the other charges. 
This being the case, it is false logic to treat the basis rate or any of the 
charges as a dissociated element of hazard, for every change in basis 
rate or charge involves a disturbance of their mutual relativity. The real 
question in establishing every charge is: What ratio of the total loss 
will this feature of hazard under the law of average probably contribute? 
When this ratio has been established by judgment and experience it 
should take its place in every schedule as a fixed ratio, bearing a con- 
stant relation to the whole and its several parts. This end may be 
reached by making all charges percentages of some common standard, 
and the natural—in fact, only possible—standard for this purpose is the 
basis rate, because it enters into every rate, while other charges do not. 

(To be continued) 





Contemplates Abridging Practice of Farm Mutuals 

Lansing, Mich., January 12—Leonhard T. Hands, State In- 
surance Commissioner, is out to stop at lease one practice of 
farmers’ mutual insurance companies during this session of the 
legislature. Mr. Hands has announced that he will ask the 
State’s law-makers to amend the present insurance act affecting 
such companies to prevent them from collecting back-assess- 
ments from members long after such policyholders have consid- 
ered their policies canceled through default in payments. 
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dingDecember 31, 1924 


LIABILITIES 


3.40 Deposited with State Insurance’ Dept. 


for protection of all policyholders 


Reserve to protect policyholders in 


case of excess Mortality Claims 
All other Liabilities 


| SURPLUS TO POLICYHOLDERS 





$6,846,425 .54 


125,000.00 
160.404..22 
660,823.64 





$7.792.653.4Q 











56.00 | Gain in Assets, 1924 - - - 
19.00 | Gain in Surplus, 1924 - - - 
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$109,576.52 
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NEW AND RETIRED LISTS 
Sire and Marine Companies Which Have 
Been Organized or Retired During 
Year Past 

Below will be found lists of fire and marine 
nsurance concerns which were organized or 
yrojected in the United States during the year 
(924, including stock and mutual companies, 
ind Lloyds and reciprocal underwriters’ asso- 
riations, and also those which have retired from 
yusiness during the past year. It will be ob- 
served that the new concerns, organized or pro- 
jected, number sixty-six, against stock and 
mutual companies, reciprocals and Lloyds re- 
tired to the number of twenty-three: 


Fire INSURANCE RETIREMENTS IN 1924 
Stock Companies 

Alpha General, Calcutta, India; reinsured in 
Jupiter General, Bombay. 

American Fire Reinsurance, Davenport, Ia.; 
absorbed by Central Fire, Davenport. 

Atlantica, Gothenburg, Sweden; ceased writ- 
ing business in United States. 

Charleston Insurance and. Trust Company, 
Charleston, S. C.; retired. 

Farmers, Dickinson, N. D.; Lyall B. Merry, 
receiver. 

Liberty Fire, St. Louis, Mo.; reinsured in 
Great Western Underwriters. 

Madison, Indianapolis, Ind.; Marvin Cure, 
receiver. 

Nationale Fire, Paris, France; United 
States risks reinsured in Rhode Island Insur- 
ance Company and ceased business in United 
States. 

Nordisk Reinsurance, Copenhagen; reinsured 
in Automobile, Hartford. 

North American National, Des Moines, Ia.; 
reinsured risks in the Minneapolis Fire and 
Marine, Minneapolis. 

Omaha Liberty Fire, Omaha, Neb.; rein- 
sured in Mercantile Insurance Company, N. Y. 
Paternelle Fire, Paris, France; ceased writ- 
‘ing business in United States, and all risks re- 
linsured in the Royal, Liverpool. 

Peninsular Fire, Grand _ Rapids, 
Grand Rapids Trust Co., receiver. 

Phenix, Paris, France; United States risks 
reinsured in Rhode Island Insurance Company 
and ceased business in the United States. 

Union Hispano Americana Fire and Marine, 
New York; retired. 


Mich. : 


Mutual Companies 

Federal Mutual Fire, Baltimore, Md.; 
Arthur M. Siegk, receiver. 

Northwestern Mutual, Juneau, Wis.; rein- 
sured in Philadelphia Fire and Marine, Phila- 
delphia. 

Pine Tree State Mutual Fire, Augusta, Me.; 
receiver appointed. 





Reciprocal and Lloyds Inter-Insurance 
Associations 

Indemnity Exchange, Chicago, Ill.; reinsured 
iin Central Manufacturers Mutual, Van Vert, 
| Ohio. 
Inland Lloyds, New York; in process of 
| 


liquidation. 


Lumbermans Exchange, Kansas City, Mo.; 
reinsured in Reciprocal Underwriters, Kansas 
City. 

Reciprocal Annex, Kansas City, Mo.; re- 
insured in Reciprocal Underwriters, Kansas 
City. 


MERGED IN 1924 
Automobile Insurance Exchange, Philadel- 
phia; merged with Keystone Indemnity Ex- 
change, Philadelphia. 


New AND ProjecteD StocK COMPANIES 
Vame and Location of Company Capital 
American Capitol, Washington, D. C. ........ 
American Fire and Marine, Galves- 

TONE HL o> Cane eae a Re Cr $100,000 
American Founders Fire, Milwaukee, 
WAS. 3 aiinthcniaecicie iene eceiie. rs cis tous 


\merican Home Fire, Cincinnati, O. ........ 
American Pacific Fire and Marine 

BOS TAMBEIES. MOE odio tsscisinrens oi eldsshe 1,000,000 
Bankers. pire; Anahierm) (Gall s.c.scjcsusiis- <s:0 oars 
Central Federal Fire, Davenport, Ia.. 200,000 
Commercial Standard, Dallas, Tex... 100,000 
Commonwealth Fire and Marine, 

Kea Sas Cy INN osx: cssceeverwievowiseake. acssemieeuin 
Constitution Fire and Marine, Los 

Anpeles, \Saliecs ies ices: ene ae 500,000 
Delaware; New NOK eo 6.0c% s:s.0 1000's 500,000 
General Motors Fire, New York.... ........ 
Guaranty Fire. Newark. IN: Jisjcccccci oo scersaners 
Home Seekers Fire, Wheeling, W. 

AN crayon tebe oe es ROSE OITA aM es 100,000 
Jersey Coast Fire, Atlantic City, N. J. ........ 
Liberty Bell, Philadelphia, Pa....... 250,000 
ios Angeles Fire, Los Angeles...... ........ 
Manhattan Fire and Marine, New 

00) | ree re ae eee 400,000 


Marion. ‘Miata 0) ois io: o0'0casp0 teterersvere 10,000 


Metropolitan Fire, New York....... 200,000 
Mid-Continent Fire and Marine, Chi- 

CATO Mo irierctsvecictersreieioinveus die NeS 1,000,000 
National Fire, Galveston, Tex....... 250,000 
New York Fire, New York........ 200,000 
North Star; New: WOtk sc scc-cacoseaw <-> 400,000 
Pearl River Fire, Pearl River, N. Y. 200,000 
Provident Fire, Rochester, N. H. 

(Executive Office, New York).... 500,000 
Seahoard, Baltimore, Md............. .. 100,000 
Security National Fire, Galveston, 

PURE) a mesg ea eee ata hoa Seater roto nee 250,000 
Sentinel, Springfield, Mass.......... 500,000 
Southeastern’ Bite, Mampas Pla)... sides cn 
Sylvania; Philadelphia, Pas. cc<..5.<..- 100,000 
Tennessee, Chattanooga, Tenn....... 50,000 
Travelers Fire, Hartford, Conn...... 500,000 
United States Building and Loan 

Pures AGineianati oO oiecc.2 vse acess 3 sccrs 200,000 


Washington Assurance Corporation, 

APS Zc) ae Oe AEE AN eR 200,000 
World Fire and Marine, Hartford, 

KSONIT: vis hioecnt cnt ee aor re eee 1,000,000 

The Jupiter General, Bombay, India, en- 
tered the United States in 1924. 


New AND ProyectEp Mutuat CoMPANIES 

Allied Motor Mutual, Youngstown, O. 

Big Bend Mutual Fire, Wilson Creek, Wash. 

Commercial Mutual Auto, Columbus, O. 

District Mutual Fire, Lynchburg, Va. 

Farmers Co operative Fire, Middleburg, Vt. 

Farmers Cumberland Mutual County Fire, 
Toledo, Tl. 

Farmers Mutual, Hamilton, Tex. 

Federal Mutual Automobile Fire, Boston, 
Mass. 

Federal Mutual, Albert Lea, Minn. 


¢ 
rt) 


Henry County Mutual Fire and Storm, Me- 
Donough, Ga. 

Home Mutual Fire, Tell City, Ind. 

Mutual Furniture, Detroit, Mich. 

Nebraska Farmers Mutual, Lincoln, Neb. 

New Munich Farmers Mutual Fire, New 
Munich, Minn. 

North American Mutual, Chicago Heights, 
Ill. 

Plains Mutual, Forrest, N. Mex. 

Slope Farmers Mutual, Bismarck, N. Dak. 

Town Mutual, Mexico, Mo. 


New Ltioyps, REcIPROCAL AND INTER-INSUR- 
ANCE ASSOCIATIONS 

American Automobile Insurance League, 
\luskegon, Mich. 

Automobile Inter-Insurance Exchange, Los 
Angeles, Cal. 

Chicago Lloyds, Chicago, III. 

Columbia Insurance Exchange, Portland, 
Ore. 

First National Underwriters, Newark, N. J. 

Industrial Lloyds of America, East St. 
Louis, IIl. 

Insurance Exchange, Beaumont, Texas. 

National Taxicab and Motorbus Insurance 
Association, Chicago, Ill. 

Old Trails Automobile Insurance Associa- 
tion, South Bend, Ind. 

Reliable Automobile Insurance Association, 
South Bend, Ind. 

St. Paul Reciprocal Insurance Exchange, St. 
Paul, Minn. 


NEW ORLEANS NEWS-LETTER 
Charles Janvier to Return to Insurance 
Business 
New Or.eEans, La., January 17.—At the an- 
nual meeting of the New Orleans Insurance 
xchange, held quite recently, the follow- 
ing officers were elected to serve during the 
ensuing year: President, Raoul Vallon; vice- 
president, John X. Wegmann; treasurer, Henry 

Strack; secretary, Linden F. Braud. 

The executive committee is composed of the 
following: Harold S. Mayer, Sol Bloodworth, 
M. J. Hartson, Alfred Conway, Chas. Samuels 
and Robert Gottschalk. The three former are 
hold-overs, and the three latter are new mem- 
hers. Vice-President Wegmann is chairman of 
the executive committee. 

The Louisiana Insurance Society will hold its 
annual meeting in New Orleans on April 9 and 
10. A large attendance is confidently looked for 
by the officers. 

My old friend Jos. Lob, who, from time 
immemorial, has been connected with the Ferd 
Marks Insurance Agency, has cut loose and 
established an agency of his own with the 
Iidelity-Phenix and FEureka-Security as start- 
ers, 

Charles Janvier, who has filled the position 
of postmaster of New Orleans for the last nine 
years, is about to step out of the postmaster- 
ship. Mr. Janvier will devote himself exclu- 
sively to the insurance business as the presi- 
dent of Janvier & Company, Ltd. 

O’Hacerty. 
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Large City Underwriting 


(Continued froin page 4) 
material, fire will race through from cellar to 
roof. 
3, Kind of division walls? 
solid lath and plaster partitions have delaye: 


In this type, 


the fire for several minutes, or until the ar- 
rival of the fire department apparatus. 

4. Roof space and cornice communications 
in a frame row—are they continuous? They 
should be cut off between buildings by incom- 
bustible partitions or fire stops. 

5. Combustible roofs? Wood 
should be replaced by incombustible materials. 

If brick or ordinary construction: 

1. Thickness of walls? They should be at 
least 12 inches thick, as an 8-inch wall, espe- 
cially if carrying heavy weights, will surely 
collapse in case of fire. 

2. Thickness of floors? Single floors, espe- 
cially if worn, are readily burned through. 
Therefore, double floors are recommended. 

3. Brick division walls? The absence of 
division walls allows the fire to spread through- 


shingles 


out the entire premises. 

4. Protection to floor openings? The open, 
or poorly protected shaft is a positive fire haz- 
ard, and allows the tire to travel throughout 
the entire building. Each shaft should be of 
incombustible material with metal-clad doors. 

5. Window protection? The lack of win- 
dow protection is responsible for many com- 
plete burn outs. All exterior openings should 
be protected in a standard manner. 


If mill construction: 

1. Thickness of column, timbers, roofs and 
floors? The smallest dimension of posts or 
timbers should not be less than 12 inches. The 
floors should be at least 3 inches, with a top- 
ping of 114 inches with waterproof paper be- 
tween, while the roof should be at least 2-inch 
plank. 

2. Floor openings? 
brick towers with approved labeled, tin-clad 
No inside shafts 


Should be in outside 


fire doors at the openings. 
should be permitted. 

3. Window protection’ All exterior open- 
ings should be protected by labeled, tin-clad 
standard fire shutters, or approved underwrit- 
ers windows with wired glass. 

If fireproof, or more accurately termed, fire 
resistive construction: 

i. Protection to iron or steel work? If un- 
protected, intense heat will warp and_ twist 
steel girders or columis and weaken the struc- 
ture materially. All steel and ironwork must 
be properly insulated with at least 2-inch fire- 
proofing material. 

2. Protection to floor openings? 
protected or open shafts allow fire to travel 
quickly through a building. All shafts should 
be enclosed in fireproofing material with ap- 
proved metal-clad doors at the openings. 

3. Wood trim and finish? This destroys 
the fire resisting qualities of a building of this 
type. If absolutely necessary, the wood should 
he covered with metal as is done in kalamein 


Poorly 


door work. 


4. Window protection? All window open- 
ings should be protected by wired glass in 
“Underwriters” labeled window frames. This 
will ordinarily protect the risk from an ex- 
posure fire and also stop flames leaping from 
floor to floor on the outside of the building. 

I consider the effect of fire on the various 
types and forms of buildings a most important 
feature in underwriting. I can hardly stop 
when on this subject of building construction, 
and yet, like the champion motorist, “only 
the high spots have been touched.” 


OccuPANCY 
Let us now see what the underwriter should 
know about occupancy. 


Example: Tive-story and basement, fire- 
proof, sprinklered building. Occupancy—Stock 
and manufacturing women's dresses. 

1. What is the distribution of values on 
each floor? 

2. What iss the maximum amount of value 
in the small enclosure used as a stock room, 
where the piece silks, satins, and woolens are 
on the shelves with only one or two sprinkler 
heads above? 

3. Are pilot lights connected to electric 
pressing irons so that signal will be given when 
current is on, and are the irons when not in 
use resting on raised, divisioned metal stands? 

4. Are all clippings kept in metal compart- 
ments ? 

5. Is smoking prohibited? 

6. Are the sprinklers obstructed ? 

During this time the underwriters should 
have in mind that in case of a bad fire the 
contents of one floor of a fireproof building 
would be little if at all superior to that of a 
non-fireproof building, as the fireproof build- 
ing bears about the same relation to its con- 
tents that a furnace or stove does to the ma- 
terial placed into it to burn. In a non-fire- 
proof building, fire is less confined, and more 
easily vented. 

Now, let us take a metal worker—what are 
the important underwriting features of the 
occupancy ? 

1. Is the machinery highly susceptible to 
fire or water damage? Is it domestic, foreign, 
or especially built. (Important in use and oc- 
cupancy. ) 

Ts the product turned out, heavy or fine? 
Are metal drip pans provided under all 


5 
machinery to catch oil drippings? 

1. Are there self-closing cans for oily 
waste ? 

5. Is the lacquering, painting or japanning 
done in a standard, cut-off room, and openings 
protected with automatic fire doors. 

6. If there are anv dipping-using volatiles, 
there should be approved tanks with automatic 
covers and drains to the outside. 

7. Are there any open lights nearby? 

And now, just one more special hazard— 
“Coffee Roasting Establishments”—what fea- 
tures of the occupancy are most important? 

t. The setting of the roasters? On unpro- 
tected wood floors, or floors covered with metal, 


er fireproof floors? 


27 


2. The ceiling over the roaster? Fireproof 
or non-fireproof? The construction of the 
roaster should be all-metal, including troughs, 
conveyors, suction pipes, and pans. 

3. Are the blowers over the cooling pans 
vented to the outer air? 

Cf course, we could continue down the line 
of the many manufacturing classes and find 
the special hazards of the various occupancies, 
but these few must suffice for now and we 
will pass on to the next important consideration 
in underwriting—“E-posures.” 

1. How far distant are the buildings on the 
front, right, left and rear of our risk, and 
what is their construction and occupancy? 

2. Are exterior openings protected m a 
standard manner? What type of protection? 

3. Are the exposures sprinklered ? 

4. Is there any chance of exposing walls 
falling on our risk? 

Underwriters seldom pay enough attention 
to exposures, and yet we have had many sad 
experiences to profit by. In Chicago, last year, 
fire leaped across an 8o0-foot street and de- 
stroyed all of the upper floors of the fireproof 
3urlington railroad building. The fire in the 
Gibson House in Cincinnati spread to the fire- 
proof building of the Union Trust Company 
and completely burned out nearly every floor 
in the structure. We must remember that, 
although wired glass in labeled metal frames 
offers good protection, combustible contents in 
a building so protected may be set on fire from 
an exposure, through the agency known as 
“Invisible Heat.” 

Another important feature in underwriting 
is an understanding of the possibilities of sal- 
vage following damage by smoke, fire or water. 
For instance: 

1. Cereals of all kinds must be reckoned as 
total loss. 

2. Cotton that is merely wet can be dried. If 
burned and wet superficially, the damaged lay- 
ers of the bale can be peeled off. If badly 
burned the unburned portions can still be sepa- 
rated and sold. ; 

3. Flour in barrels will absorb water only 
partially from the heads and sides, but inside 
of the damaged area will be found good flour. 
I:ven the badly wet flour is good for paste, 
dextrin, etc. 

4. Furniture of cheap quality with its glued 
and veneered parts suffers a very heavy dam- 
age, and where parts of a suite are destroyed, 
companies may be asked to pay a higher per- 
centage of loss than is actually sustained on 
account of the consequential feature. 

So much for salvage—and now to tackle the 
next problem—Public and Private Fire Protec- 
tion. The value of public fire protection is al- 
ready given us by the engineers of the National 
Board of Fire Underwriters in their grading 
of terms, after looking carefully into the water 
supply, fire department efficiency, fire alarm 
systems, police and building laws, character of 
general hazards, and_ structural conditions. 
There are ten classes based on the merits or 
demerits of the features stated above. Any 
underwriter will appreciate that the water sup- 
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ply and the fire department are the agencies 
which prevent, more than anything clse, the 
spread of fire. It is essential, therefore, that 
the underwriter should know the grading of 
the town and just what it is able to furnish in 
case of a serious fire., before he attempts to 
underwrite. New York city for a long time 
had a makeshift overhead cable leading to the 
top floor of a non-fireproof building, where all 
fire alarms were received, but to-day all of 
the alarm equipment is underground, leading 
to a fireproof building located in an unexposed 
portion of Central Park—in addition our water 
supply was very low in many sections, while 
now the high value districts are protected with 
the finest gridiron system of high pressure in 
the world. Outside of the high pressure dis- 
tricts, the low pressure is boosted by coupling 
two or three steamers together. 

The private fire protection, consisting of 
automatic alarms, standpipes, fire extinguishers, 
fire buckets, fire brigades, etc., needs no espe- 
cial mention, being familiar to us all, but just 
a passing word of the greatest fire extinguish- 
automatic 


ing device ever invented, the 


sprinkler. Sprinklers are often rendered in- 
effective due to: 

1. Unsprinklered portions. 

2. Lack of adequate water supplies and 
pressure. 

3. Non-approved alarm. 

4. Not properly maintained. 
live steam line to gravity tank causing freeze 


Absence of 


up. 

5. Non-standard pipe sizes and poor lay- 
out. 

6. If a manufacturing plant fire pump is 
not located in a position where in case of a 
serious fire, pump can be kept in operation. 

Just a word about “Housekeeping.” Clean 
risks seldom appear on our loss sheets. 

Fire records are important. If an assured 
has had a fire, did any facts or circumstances 
develop during the adjustment which were un- 
satisfactory? Did the fire happen on the as- 
sured’s premises? Do not forget that we are 
in business to make money; therefore, under 
certain conditions even the innocent man who 
has suffered a number of losses from ex- 
posures should be declined. Some of the most 
crooked losses that adjusters have had to con- 
tend with, were for assureds with fine ratings, 
who had never had a previous loss. Concerns 
well rated when the policy was taken uot, may 
have blank ratings on renewal. Therefore, we 
must carefully watch our renewals. 

And now for a passing remark about a phase 
of underwriting—“‘Moral Hazsard’—a _ prime 
cause of the present high loss ratio throughout 
the country, which no underwriter, no matter 
how clever, can cope with. Much has been 
written on this subject, which will be found 
in all classes of business. It is the same as 
short weights in the grocery or coal yard. It 
is the same as misrepresentation in merchants’ 
transactions, or downright fraud in manufac- 
turing, or any other dishonest proceeding to 
deceive the public on the part of the man who 
has something to sell and finds a market among 


the innocent purchasers. In the majority of 
cases of fraud there are some ways of dis- 
covery and detection, and often of punishment, 
hut in fire insurance the moral hazard risk goes 
down much deeper because it is a long, drawn- 
out process of crime, which may be conceived 
months or years before it is actually commuit- 
ted, and it is more generally suspected than 
proved. An old-time underwriter stated that 
the moral hazard of a risk is the danger trom 
friction caused by high insurance and_ law, 
depreciated stock and property coming together, 
and just the difference between what would 
have been the fire loss with no insurance and 
the fire loss with insurance, would be the moral 
hazard of the risk. I advise that you do not 
ry to underwrite risks where there is a “Moral 
Why, only a 


short time ago the newspapers gave an account 


t 
Hazard’’—it just can't be done. 


of the police capturing a gang of crooks who 
were training cats to upset lighted lamps and 
heating devices, so that the assured could col- 
lect insurance money. 


Morar Hazarp 
Overinsurance is also considered the cause 
of many so-called “Moral 
Old buildings that cannot compete with mod- 


ern types, businesses going to seed or operated 


Hazard” losses. 


by the husband in the wife’s name, should he 
carefully scrutinized by the underwriter for 
“Moral Hazard.” 

From all that has heen said, I would sum 
up the essential features in underwriting to be: 

1. Building construction. 

2. Hazards of occupancy. 

3. Exposing properties. 

4. Water pressure and capability of fire de- 
partment. 

5. Interior fire protection. 

6. Possibilities of salvage. 

7. Distribution of values. 

8. Assured’s rating and fire record. 


Most insurance companies do everything jy 
their power to supply the underwriter with the 
proper tools, i.e, maps of the congested dis- 
tricts, industry centers and sections where un- 
desirables colonize; bulletins issued periodically 
describing what is burning, commercial rating 
reports, and fire and credit reports. While 
these are very essential, in my opinion a clear, 
concise inspection or survey from the special 
agent, who has met the assured face to face, 
and who has seen conditions as they exist, 
should take precedence over all previously men- 
tioned information. Do not forget that a rough 
diagram sent in with your inspection report 
enables the underwriter in the home office to 
size up the situation at a glance, for it has been 
said that a picture tells the story better than 
miles of printed sermons. 

li I have been able to point out any aspect 
of this important subject which has not oc- 
curred to you before I will feel well paid for 
iny_ efforts. 

Staff Gives Luncheon to R. P. Barbour 

The staff of the Western department of. the 
North British and Mercantile Insurance Com- 
pany—by staff everything is included from file 
boys and typists to general agents—gave a fare- 
well luncheon last week at Miller’s restaurant 
on Nassau street, New York city, in honor of 
Robert P. Barbour, who retired last week as 
assistant manager of the company in charge of 
the Western department, to become a member 
of Itred S. James & Company. More than forty 
persons were present, with General Agent E. S. 
Inglis presiding, who at the successful termina- 
tion of the affair presented Mr. Barbour with 
a beautiful Gladstone bag as a gift from the 
staff. 


James B. Elam, of the firm of Elam & Funsten, 
conducting a real estate and fire insurance agency, 
died at his home in Richmond last Friday. Mr. 
Kklam was seventy-eight years of age. 


Fire-Automobile and Marine Insurance 
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ly Premium plan. 
Same Rates for Males and Females. 


Males and Females alike. 








Double Indemnity and Monthly Disability Income features for [_ 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. 


4~ Our Agents Have 
A Wider Field— 


An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Participating and Non-Participating Policies. 
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They’ve Got the Goods 


A commercial salesman with hundreds of 
items in his line, offers possibly only one to 
this customer, and a certain few to another, 
according to his knowledge of what will ap- 
peal. But it takes all of them to arouse the 
interest of all his customers. He must have 
the goods. 


A Peoria Life agent has the goods; partici- 
pating and non-participating policy contracts; 
double indemnity and income disability bene- 
fits,’special policies for children, and insurance 
for women on equal terms with men; all the 
staple plans, plus others with distinctively at- 
tractive Peoria Life features. 


He need never display all his wares to win 
one prospect. But having them all, he is 
prepared to meet any emergency, to satisfy 
any need. 





Peoria Life Insurance Company 


Peoria, Illinois 

















THE MUTUAL LIFE 


The Mutual Life Insurance Company of 
New York has a record of EIGHTY YEARS 
of prosperous and successful business. It has 
passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight 
decades of endeavor, offers financial strength, 
reputation, magnitude, leadership, and life 
insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street New York 
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The Health of the Army 


The United States Army forms a homogene- 
ous body of healthy men regarding whose 
physique, morbidity, and mortality all the essen- 
tial facts are a matter of trustworthy and com- 
plete record. Perhaps for no other body of 
men can the problem of health and longevity be 
better studied than for those who compose the 
United States Army, subdivided into officers 
and men in different branches and, of course, 
into certain important racial elements which 
are always separately considered. The total 
strength of the United States Army for 1923, 
according to the Surgeon General, was 116,- 
996 and according to the Adjutant General 
119,636. This is, however, exclusive of nurses 
and student nurses, which would bring the total 
up to 131,647. Of this number 11,191 were offi- 
cers, 105,705 white enlisted men, 4418 colored 
enlisted men, and the remainder Filipinos and 
Porto Ricans. 

Of the total strength of the army 94,860 
were in the United States, 11,541 in the Philip- 
pine Islands, 13,138 in Hawaii, 8319 in Panarna, 
1331 in Porto Rico, 967 in China, and the re- 
mainder traveling or otherwise abroad 

There is thus a sufficient exposure for a 
scientific study of the effects of race and local- 
ity as well as of length of service which should 
be of profound interest to life insurance com- 
panies. The annual report of the Surgeon Gen- 
eral of the Army, Major General M. W. Ire- 
land, for the calendar year, 1923, recently pub- 
lished, contains a wealth of interesting and 
practical, useful information deserving of most 
careful consideration. The report makes a docu- 
ment of over 400 pages, covering in admirable 
detail every important phase of the service, and 
the four essential elements of experience as re- 
gards admissions to hospitals, diseases, dis- 
charges on account of disability, and the num- 
ber of days lost. The only factor which dis- 


turbs the experience is the relatively large num- 





By Frepertck L. Horrman, LL.D. 

ber of new enlistments which during 1923 
amounted to 66,679. It is well known that new 
recruits suffer much particularly from the 
acute infection diseases, which in part explains 
the 1,018,065 days lost by disease during 1923. 
The number who had been less than two months 
in the service was 64,008; from two to three 
months 73,080; from four to five months 51,- 
588. The report unfortunately does not con- 
tain a table showing the distribution of men 
by ages attained, which would have made a 
valuable addition. 

Aside from the military population in the 
restricted sense, the report gives some attention 
to the civil population connected with army 
stations, estimated for 1923 as 74,930. 


DaTA ON AILMENTS 

The admission rate for all causes per thou- 
sand for the total army for 1923 was 647, or 
somewhat higher than during 1922, which was 
639, but lower than for 1921, which was 649; 
in 1920 it was 830. The general admission rate 
for officers only was 453 during 1923. The 
leading causes for admissions to sick report 
were as follows: For officers, in the order of 
Bronchitis, influenza, rhinitis; for 
Bronchitis, acute tonsilitis 
white enlisted 
tropics: Venereal infections, 
bronchitis and tonsilitis. The admissions for 
white enlisted men are given in the form of a 
graphic illustration from 1874 to 1923. This 
shows an extraordinary reduction in sickness 
which has now reached, with one or two years’ 
exception, the lowest point on record. Tak- 
ing the admission rate for white enlisted men 
for 1923 only, it appears that 564 per thousand 
were on account of disease and 116 per thou- 
sand on account of injuries. An analysis of the 
cause of such injuries leaves much ground for 
anticipating a considerable reduction in the 


31 


importance : 
white enlisted men: 
infections. 


and venereal For 


men in the 


future. 

The admission rates were highest for the 
Philippine Islands, or 887 per thousand, fol- 
lowed by the admission rate for white enlisted 
men in China, given as 898 per thousand. For 
white enlisted men in the United States the 
rate was 541 and for officers in the United 
States 388. It is rather interesting to note that 
the admission rates for officers in China, 
Hawaii and Panama should all have peen he- 
low the rates for the United States, suggestive 
of the minor effects of a tropical climate in 
the case of men thoroughly trained and habit- 
uated to conformity to sanitary rules and regu- 
lations. 

It would not be feasible in this review to 
deal with the admission rates for the different: 
arms of service, or the influence of age and 
length of service, all of which, however, are: 
matters of considerable importance. 


Mortauity Ficures 

The total number of officers and enlisted mem 
who died as the result of all causes during: 
1923 was 511. This is equivalent to a death rate 
of 3.91 per thousand for the year 1923, which 
is referred to as the first instance in the his- 
tory of the army that a total death rate has 
been below four per thousand. It might well 
have been pointed out that this is really a most 
extraordinary achievement. In 1922 the death 
rate had been 4.56; in 1921, 426; in 1920, 5.60. 

For disease alone the death rate for the entire 
army was only 2.01 per thousand. This also 
is the lowest rate on record, the rate for 1921 
having been 2.24; for 1922 2.28. An analysis 
of the causes of death emphasizes the still 
further possibilities of reasonably 
within reach. For illustration, suicide, of 
which there were 46, was in excess of the mor- 
tality from tuberculosis, which was 35, while: 
deaths from drowning numbered 33, from bal- 


reduction 
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loon and aeroplane accidents 33, lobar pneu- 
monia 18, accidents by firearms 28, cancer anil 
other malignant tumors 16, automobile acci- 
dents 16, homicides 13. 

For officers only the death rate was 4.91 dur- 
ing 1923, as compared with 6.46 for 1922. There 
were 55 deaths from all causes, of which 24 
were from disease and 31 from injury. Of 
the latter 19 were the result of aeroplane acci- 
dents. The average age of officers is naturally 
higher than that of the enfisted men—at least 
this may be assumed to be the case in the ab- 
sence of definite information. The large num- 
ber of suicides is extremely suggestive, but 
relatively to the number of men exposed to 
risk the rate is probably not much higher than 
the rate prevailing in civil life. The propor- 
tionate rate is high because the mortality from 
disease is relatively very low. Thus the suicide 
rate is 0.35 per thousand, the drowning rate 
0.25, the aeroplane rate 0.25, and the rate for 
deaths from firearms 0.21. 


Causes or DEATH 

Before an exact comparison can be made 
with the civil population the respective number 
of those exposed to risk would have to be re- 
duced to a common basis, which, of course, in- 
volves considerable statistical difficulties. Con- 
sidering diseases only the three principal causes 
of deathit among white enlisted men were— 
tuberculosis, lobar pneumonia and _ cancer; 
among white enlisted men in the tropics the 
three principal causes were—tuberculosis, 
chronic nephritis and appendicitis. Among 
officers the three principal causes were 
apoplexy, appendicitis and pyonephrosis. The 
proportionately high mortality from cancer is 
suggestive as emphasizing the urgency of an 
educational propaganda among both « 
and men as regards the importance of early 
On the basis of the numbers ex- 


yfficers 


operation. 
posed, however, cancer rate is not excessive, 
having been 0.13 per thousand for white 
enlisted men, 0.13 for white enlisted men in 
the tropics, and o.18 for officers. 

Considered by countries the highest mortal- 
ity rate was experienced in China among 
enlisted white men. For China the rate was 
7.68 per thousand, followed by officers in 
Hawaii, or 4.41, enlisted men in the Philippine 
Islands 2.38, officers in Panama 2.27, officers 
in the United States 2.17, enlisted white men 
in the United States 1.97, enlisted white men in 
Panama 1.47, and enlisted white men in 
Hawaii 1.13. 

During the year 1923, 2080 officers and men 
were retired or discharged from the military 
service as mentally or physically unfit for mili- 
tary duty. In 1940 of these cases discharges 
occurred as the result of disease, and in 149 as 
the result of injury. The discharge rate per 
thousand per annum was, therefore, 15.97, or 
slightly higher than for the preceding year, when 
it had been 15.73, but lower than for 1921, when 
it had been 20.56, and still lower than 1920, 
when it had been 23.26. 

Of the officers’ group, 35 were retired for 
disability, 24 as the result of disease, and 11 
as the result of injury. The annual disability 
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rate per thousand for 1923 was, therefore, only 
3.13, as compared with 17.54 in 1922; 8.76 in 
1921; and 24.21 in 1920. It is pointed out in the 
report that the comparatively high rate for 1923 
was no doubt due to the general physical survey 
which was made of the officers class during that 
period, resulting in a material reduction. The 
leading causes of retirement among officers 
were—accidents by firearms, tuberculosis and 
syphilis. Among white enlisted men the two 
principal causes of discharges for disability 
were—dementia praecox and __ tuberculosis. 
Among white enlisted men in the tropics the 
leading cause was dementia praecox followed 
hy tuberculosis. Among the officers tuber- 
culosis was the leading cause, followed by 
syphilis. The tuberculosis rate of discharge 
was 1.63 per thousand for white enlisted men, 
1.65 for white enlisted men in the tropics, and 
0.27 for officers. The discharge rate on account 
of syphilis was 0.63 per thousand for white 
enlisted men, 1.0 for white enlisted men in the 
tropics, and 0.27 for officers. For white en- 
listed men the discharge rate was 42.69 for 
those who had been less than one year in the 
service, 17.27 for one year, 8.89 for 2-4 years, 
1.49 for 5-9 years, 0.42 for 10-19 years, and 
0.17 for 20 years and over. This statement 
confirms what has previously been said on the 
importance of new recruits in affecting all the 
various rates for mortality, morbidity, etc. 


Thu rsday 


SECTION 


The total number of days lost by the mili. 
tary personnel in hospitals and quarters on ac. 
count of sickness during 1923 amounted to 1- 
371,278 days. Of this total, 1,141,459 occurred 
as the result of disease. The total non-effective 
rate for the year was 28.72 per thousand, or 
0.28 per thousand lower than for the preceding 
year. For officers the non-effective rate was 
20.87, or much lower than during the preceding 
three vears, having been highest in 1920, when 
it was 22.25 per thousand. The principal 
diseases causing days of service lost were as 
follows: For white enlisted men venereal jn- 
fections followed by syphilis and tuberculosis: 
for enlisted men in the tropics venereal diseases, 
syphilis and bronchitis; for officers, tuber- 
culosis, influenza and bronchitis. The non- 
effective rate on account of syphilis was 1.44 
for white enlisted men, 1.87 for white enlisted 
men in the tropics, and 0.35 for officers. The 
non-effective rate on account of tuberculosis 
was 1.24 for white enlisted men, 1.51 for white 
enlisted men in the tropics, and 1.24 for officers, 
The number of days lost was highest among 
enlisted men in the Philippine Islands, or 53.54 
per thousand, followed by enlisted white men in 
China, or 46.12 per thousand. For enlisted 
white men in Panama the sate was 24.53, for 
enlisted white men in the United States 23.34. 
For officers in the United States the rate was 
15.24 and for officers in Panama 15.09. Here, 
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The Largest 
Insurance Companies 


endorse our National Title Insurance Policies because 
they have eliminated title losses and the cost of re- 
Their net yield on mortgage 
investments has been increased. 


Let us send you full particulars. 


Ask for booklet T.S. 


We insure titles anywhere in the United States. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


135 Broadway, New York City 


Capital Funds $14,000,000 


AMERICAN TRUST COMPANY 
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again, it is shown that with the exception of 
the Philippines the general effect ot the tropics 
has been negligible. The high rate for the 
Philippine Islands is largely the result of 
malaria, which continues to prevail but in a 
comparatively mild form. 


ImporTANT DISEASES 

rach important disease is separately con- 
sidered, particular attention being given to in- 
fluenza, other respiratory diseases and venereal 
infections. The latter disease is much in- 
fluenced by tropical residence. For _ illustra- 
tion, for the entire army the syphilitic case rate 
for 1923 was 13.24 per thousand, against 39.06 
for the Philippine Islands, and 65.86 for China. 
The number of days lost for all forms of 
venereal infections was 5.39 per 1,000 tor the 
whole army. 

Malarial fevers during the year occurred to 
the number of 1279 cases, equivalent to an ad- 
mission rate of 9.78. Among enlisted men in 
Panama the rate was 75.31 per thousand, among 
officers in Panama 22.73, among enlisted white 
men in China 13.17, among officers in the Philip 
pine Islands 10.85, among enlisted white men in 
the Philippine Islands 7.92, among enlisted 
white men in the United States 2.56, and among 
officers in the United States 1.30. The number 
of days lost on account of malarial 
among white enlisted men during 1923 was 
17.04 per 1000, having been highest for the 
Philippine Islands, or 23.03 and lowest for 
Panama, or 15.00. 

The total number of cases of tuberculosis in 
the entire army for the year 1923 was 576, 
equivalent to an admission rate of 4.40 per 1000. 
The rate for white enlisted men in the Philip- 
pine Islands was 17.15, for white enlisted men 
mm China 3.29, for officers in the Philippine 
Islands 3.10, for officers in the United States 
2.61, for enlisted white men in the United 
States 2.60, and for enlisted white men in 
Panama 2.21. For white troops the tuberculosis 


fevers 


admission rate was 2.67 in 1914, reaching a 
maximum of 12.92 during 1918, declining rap- 
idly to 4.14 in 1620, and 2.60 in 1923. 


Suicipe Recorp 
During the decade ending with 1923 there 
have been 963 deaths from suicide in the United 
States Army, the rate having been highest for 





Porto Ricans, or 0.81 per 1000, followed by 
officers 0.34 and enlisted men 0.18. The suicide 
rate for officers averaged 0.34 for the decade, 
reaching a maximum point of 0.78 during 1916, 
and a minimum of 0.23 during 1921. For white 
enlisted men the maximum suicide rate occurred 
during 1915, when it was 0.54; while a mini- 
mum of 0.12 was reached during 1918-19, the 
rate increasing to 0.34 during 1923. 


Conciusions Drawn 

Certain conclusions are drawn with refer- 
ence to the civil population which require to be 
accepted with extreme caution. It is very 
doubtful whether insurance figures can be used 
for comparative purposes in investigations of 
this kind. During the decade 1914-23 there 
were 250 deaths from homicide, 11 of which oc- 
curred among officers, equivalent to a rate of 
0.04 per thousand, while for white enlisted men 
the rate was practically the same. It is rather 
a disquieting reflection upon army discipline 
that both suicides and homicides should be as 
common as they are shown to be. ‘The state- 
ment made in the report that suicides are rela- 
tively more prevalent among those engaged in 
intellectual pursuits and those who are in bet- 
ter circumstances economically is questionabie. 

An extremely interesting tabulation presents 
facts concerning aeroplane and balloon accidents 
for the period 1917-1923. In the aggregate 
there have been 799 deaths dttle to aviauion dur- 
ing this period, of which 493 occurred among 
officers. The death rate was, therefore, 1.90 
per thousand, as compared with 0.07 among 
white enlisted men. The minimum death rate 
for officers occurred in 1917, or 0.16 per thou- 
sand, while the maximum occurred 1n 1922, or 
2.71. During 1923 the fatality rate was 1.17. 
For white enlisted men the highest aviation 
accident rate occurred during 1923, or 0.32 per 
thousand, while during 1923 the rate was 0.13. 

The foregoing review emphasizes the mini- 
mum mortality factors which could not be 
enlarged upon. It is regrettable that no con- 
solidated study of the army morbidity and mor- 
tality experience should have been made for 
many years. Of course, the war has been a 
very disturbing influence, the effect of which 
will be felt for some time to come. It is re- 
grettable also that the reports should omit ob- 
servations on the physique of new recruits, 


a 





which formed a valuable feature in former 


years. In many other respects the present re- 
port is a great improvement over the past, and 
commendably reflects the extraordinary medical 
and sanitary efficiency of the United States 
Army in all its various departments. 





Be Clear and Brief 

We heard of an illustration the other day of 
an agent who was exactly the reverse; and the 
outcome was an unnecessary disappointment to 
him. We know it was unnecessary because the 
prospect happened to say so himself! 

Be very sure that you are understood. Stick 
don't ramble and introduce half- 
a-dozen side-thoughts. Don't talk too fast. 
Make every word contribute to the picture you 


to the point- 


are drawing. 

Brevity is always good, whether you are or 
are not understood; but the more you say, the 
less chance you have. James Russell Lowell 
wrote: “It is not a great Xerxes army of 
words, but a compact Greek legion that wins 
the battle.” People are so easily tired and dis- 
eusted by cheap verbosity! This violation of 
good salesmanship is far more prevalent and 


” 


deadly than many agents realize. 

After you have said something, stop and 
give the prospect a chance to think and con- 
He can’t do either 
of these while he is trying to follow a flood 


vince himself of its truth. 


The man who is commonly called 
he is 


of words. 
a “good talker’ is often the reverse 
more likely gifted with a tumultuous torrent. 
Talk to the point, and stop when you have 
reached it!—The New England Pilot. 








OF NEBRASKA 


N. W. Cor. 15th & Dodge 
8TH FLOOR 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice-Pres. 
Manager of Agents 

















Making 


THE SPECTATOR 


LIFE INSURANCE EDUCATIONAL SECTION 


the Satisfied Policyholder Help the 


Agent Sell More Life Insurance 


By Frank H. WILLIAMS 


The life insurance salesman’s connections 
with policyholders should be on a definite basis 
and should not be left to any casual conditions. 
These definite relationships between salesman 
and policyholders should include regular “ser- 
vice calls” by the salesman on the policyholders. 

Every two or three months, or something like 
that, the salesman should make a visit to each 
of his policyholders and should state the reason 
for his visit in some such way as this: 

“Now that you are one of our policyholders 
our company is particularly interested in help- 
ing you be as healthy as possible all the time 
and in helping you live just as long as possible. 
The longer you live the more money our com- 
pany will make out of you because you will 
at the conclusion of the endowment policy you 
are now holding be a good prospect for a new 
policy and you will feel more like buying in- 
surance if we help you take care of yourself. 
Also, of course, the company is especially in- 
terested in seeing to it that you do not die be- 
fore the expiration of the full term of your 
insurance policy. 

“In view of all this, then, I am making ser- 
vice calls on all of our policyholders at regular 
intervals to see how they are and to offer any 
suggestions that may seem to be in order. You 
know, I’m something of a health crank and be- 
cause of the nature of my business I have made 
a deep study of health matters and have learned 
a lot about them. 

“Just the other week I made such a call on 
one of our policyholders and I found that he 
had put on quite a little flesh since the last time 
I called on him. Of course, too much flesh is 
a bad thing for any man. A man who is over- 
weight is, in the first place, walking around with 
just that much too much weight. It is just as 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 
Life Insurance Company 
Springheld, Massachusetts 


Incorporated 1851 











though he was normal weight and then hung a 
stone around his neck weighing the extra 
amount. 

“Well, I made some inquiries of this man 
regarding the things he was eating and I found 
that he was eating far too much potatoes and 
white bread and I advised him to cut down on 
his consumption of these articles and to take 
some exercises that I myself found very effec- 
tive when I was overweight some years age. 

“This policyholder was very glad indeed to 
get these suggestions and I’m certain that by 
following the suggestions made to him he will 
be able to get his weight back to normal again 
in a comparatively short time. 

“You look to be in perfectly good shape but 
I thought I’d tell you why I’m making this ser- 
vice call and let you know that the company 
and I myself stand ready to give you assistance 
in keeping in fit condition all the time. 

“And while I’m here I’m wondering if you 
couldn’t give me the names and addresses of 
some of your friends, business acquaintances or 
relatives who would be interested in taking out 
life insurance policies with a company such as 
ours.” 

Of course, the primary purpose of the call 
should be to obtain the names and addresses of 
new prospects and repeaters. The fact of the 
salesman manifesting such a real interest in the 
policyholder’s health and the fact of the sales- 
man definitely asking for the names of pros- 
pects after putting him in a friendly mood by 
some such talk as the foregoing, would make 
the policyholder feel like stirring himself in 
the effort to give the salesman a good list of 
prospects. 

And another effective method of making the 
policyholders help the salesman in selling more 
insurance is that of asking prominent policy- 
holders to deliver talks on appropriate subjects 
at meetings of the salesman’s office force, or 
at meetings of his policyholders which he might 
arrange from time to time. 

Here’s the way that this plan might be used: 

Suppose that there are five people in the sales- 
man’s office. He might organize these into a 
club of some sort and might then have a meet- 
ing of the club in the office at which the friends 
families of the club members would be 
This would make a group of ten or 


and 
present. 
twelve or more people. 

The topic selected for the speaker should be 
something which constructive 
value in boosting the salesman’s business. 

For instance, the speaker could be asked to 
talk on the subject of “What Service I Expect 
from This Agency.” 

This sort of a topic would give the salesman 
and all the people in the office an outside slant 
on the service proposition and so would be of 
real benefit to the office in rendering more ser- 
vice and better service—the sort of service that 
will bring more business to the office all the 


would be of 
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Again, the speaker could be asked to talk o; 
the subject of “Why I Bought Insurance from 
This Office.” Here again the speaker would, 
unquestionably, bring out some new points 
which would not only be of interest to the 
people in the office but which would be of real 
value to the salesman in enabling him to go 
out and sell more insurance. 

Other topics of similar natures could be used 
as the themes for addresses. 

But while all this would be of help to the 
salesman in giving him new viewpoints and new 
ideas, the greatest benefits to the salesman from 
these talks would come in the publicity he 
secured from them. 

The prominence of the speakers would guar- 
antee that the newspapers would give news 
items to the addresses and, in addition to the 
publicity secured in this way, the salesman could 
tell more about the addresses in regular news- 
paper advertising. All of which would be sure 
to attract considerable attention. 

Then the salesman could make notes of the 
most important complimentary things said by 
the speakers and could tell prospects about 
these things when calling on them. The pros- 
pects would, of course, be quite impressed by 
such public statements, with the result that the 
prospects would feel more like buying insurance 
than would otherwise be the case. 

Make the policyholders help you in selling 
more life insurance, Mr. Salesman, by making 
use of them in these ways. Satisfied policy- 
holders are your biggest asset in going after 
more business—so make the greatest possible 
use of them at all times. 





NEW EDITION READY 





“Hopeless” Cases written by using 


THE COST OF DYING 


The widely known and most 
effective leaflet 


By WILLIAM T. NASH 


This most valuable canvassing document deals 
first, with inheritance or estate taxes and how the 
burden of these taxes to an estate may be taken 
care of by life insurance; second, with the many 
other items that enter into the cost of dying, 
among them being sickness and death expenses, 
other expenses, the inevitable shrinkage and losses 
that follow death and with how these also may 
be met by life insurance. 


Is Most Persuasive 


Numerous agents have given strong testimony 
as to the effectual service of this leaflet in closing 
cases deemed hopeless. One prospect read “The 
Cost of Dying’? and then told the agent: 

“No agent on earth—not even yourself—could 
sell me life insurance, but I am going to buy a 
policy just the same. I read that little pamphlet 
you gave me and as I read it I just couldn’t help 
but apply the information to my own case. It 
seemed to be written especially for me, and when 
I finished reading it I found I had sold myself 
a $75,000 life policy. Now you may go ahead 
and fix it up.” 

The new edition of ’’The Cost of Dying” con” 
forms to the 1924 Federal Estate Tax Act and 
contains the full text of this law. 


PRICES 
Sample Copy $ .20 500 Copies $ 60.00 
50 Copies 8.50 1,000 100.00 
100. 15.00 5,000 ” 400 .00 
10,000 Copies...... $750.00 
THE SPECTATOR COMPANY 
CHICAGO OFFICE 


135 William Street 
Insurance Exchange NEW YORK 
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Inheritance Tax Data 

Information relating to inheritance taxes of 
interest to insurance agents, abstracted from 
Prentice-Hall Inheritance Tax and Transfer 
Service, is given below. 

In Idaho it has been held that the Federal 
estate tax is not an allowable deduction when 
calculating the amount of estate transfer tax. 


MASSACHUSETTS 

A ruling in Massachusetts is to the effect 
that there is no inheritance tax upon the pro- 
ceeds of a policy of life insurance payable to 
a trustee for the purpose of paying inheritance 
taxes on the estate of the insured, and that such 
policy is not taxable to the extent that the pro- 
ceeds may be used for the purpose of paying 
such inheritance taxes. If any balance of the 
policy remaining after the payment of such 
taxcs falls into the estate of the deceased, and 
passes by his will, or to his heirs in the ab- 
sence of a will, any such balance of the pro- 
ceeds is undoubtedly subject to inheritance tax. 
If, by the terms of the policy of insurance, any 
balance of the proceeds remaining after pay- 
ment of tax is payable to a beneficiary speci- 
fied in the policy, such balance would probably 
be exempt. 

New York 

In New York State beneficiaries are divided 
into four classes: Class A, father, mother, 
husband, wife, child, adopted child, lineal de- 
scendant; Class B, brother, sister, wife of son, 
husband of daughter, mutually acknowledged 
child; Class C, all others except Class D; 
Class D, gifts for charitable, religious, benevo- 








Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,878,546.00 on Deposit with the 
Indiana Insurance Department 


$411,739.90 Surplus Protection to 
Policyholders 


$38,000,000.00 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


Insurance in force 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICHIGAN, 
TAKANSAS, TENNESSEE, TEXAS AND 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 
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If a certain physician should be called 
upon to deal with some one complaint that 
was far more prevalent than any other, and 
if he had a sure cure for that complaint, he 
would make more use of that remedy than 
of any other. 

Now the life insurance agent is in precisely 
that situation, although he works in a differ- 
ent field. It is his duty to determine the in- 
surance needs of his clients, and to provide 
the appropriate remedies. But of ail these 
needs the one that he will encounter most 
frequently is the need of an income for the 
family when the breadwinner has passed 
away. If, therefore, he wishes to serve the 
public adequately, he must be careful not to 
offer the wrong kind of insurance in such a 
The wrong kind is a policy payable 
in one sum, because women and children who 
receive substantial amounts of capital often 
waste or lose it, instead of investing it wisely 


case, 


lent, educational, cemetery and historical pur- 
poses, also real property to municipal corpora- 
tion. 

The tax rates and exemptions are as follows: 
Class A, exemption $500 to lineal descendants. 
but if in excess thereof no exemption, all others 
$5,000. Rate of taxation amounts to $25,000 
over exemption, I per cent; $25,000 to $100,000, 
2 per cent; $100,000 to $200,00, 3 per cent; 
over $200,000, 4 per cent. Class B, exemption 
$500, but if in excess thereof no exemption. 
Rate on amounts to $25,000, over exemption, 2 
per cent; $25,000 to $100,000, 3 per cent; $100,- 
000 to $200,000, 4 per cent, over $200,000, 5 per 
Class C, exemption $500, but if in excess 
Rate on amounts to 


cent. 
thereof no exemption. 
$25,000 over exemption, 5 per cent; $25,000 to 
$100,000, 6 per cent; $100,000 to $200,000, 7 
per cent; over $200,000, 8 per cent. Class D, 


entirely exempt. 


Chicago National Life Contest Brings 
Remarkable Results 

The Chicago National Life Insurance Com- 
pany reports having received an avalanche of 
new applications during December, 1924. To 
make the work more interesting for its agents 
and to stimulate them to further activity a 
prize contest was proposed. The Chicago gen- 
eral agency challenged the field force and it 
was promptly accepted. A silver loving cup, 
purchased and offered by A. L. Whitmer, presi- 
dent, was the stake. The field force won by 
a small but safe margin. Here are the results: 
$1,207,500 
1,172,3C0 


Bield, £0rees acs eee en's 
Chicago general agency... 
The officers are highly elated because of the 
volume and excellent quality of the bnsiness 
secured, especially Agency Director, A. E. 
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and well. In such a case the agent should 
offer a policy payable in the form of an in- 
come such as the Life Income Policy, or the 
new contract of an Ordinary Life Policy com- 
bined with a small Survivorship Annuity. 
This policy provides a liberal income for the 
wife as long as she lives, leaving the principal 
sum intact for the support of the children 
after her death. There are installment poli- 
cies also, providing for the distribution of the 
payments over any desired period of years, 
from five to fifty. And it must be remem- 
bered any policy providing for the payment 
of the insurance in a lump sum can be modi- 
fied so as to have it paid in the form of an 
income. 

All this being so, the agent who fails to 
offer some form of policy yielding an income 
in a case where permanent protection for the 
family is needed, does not know how to sell 
insurance. 








Johnson. The company contemplates entering 
two or three more States this year and expects 
to write an average of a million dollars of new 
business a month, 





North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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NEW POLICY 








Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The . 
Manhattan Life 


Insurance Co. 
of New York 
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More Tekneek--Being Letters of a Would-Be 


Life Insurance Agent to His Girl 


By H. 





The “hero” of these letters is of a type 
that ts fast becoming obsolete, there be- 
ing no room for such as hie tr a busi- 
ness which now requires undoubted gifts 
of personality, ability and general knowt- 
edge. The accompanying letter ts the 
second of a series which brings out in a 
novel manner the mistakes an agent can 
make. Companies or general agents that 
are wterested are invited to write to the 
editor and if sufficient interest is shown 
they will be issued in booklet form— 
E-pitor’s Nore. 


. JONES 


iny manager says | will grow with it. Watch 
3ut I hope I don’t have too 
many growing pains. 

The manager is a real smart fello and he 
wrote a lot of fellos in the bank where I was, 
That’s where I first met him. When I say 
wrote, | don’t mean he sent them letters. It’s 
an insurance word and it means he got a policy 


me grow, Gladys. 

















My DEAR PROSPECT: 
This is a insurance word and it 

person who you expect to have some day. | 

expect to have you some day, eh Gladys? 

I don’t feel sore about your Ma’s idea of my 
new position, because its what I thought she 
would say. None of your family ever had no 
ambition and they have got nowhere. 

I mean to climb to the top from where there 
is always a good view. 


means a 


Don’t you think my 
style of writing is getting better? 

Your friend may be alright for insurance, 
but I am not going to call on him. 
have had one of my cards by now and if he 
wants to see me he can phone as my number 
is plain for him to see. Independent. 
that. 

No. I haven't done no business yet, except 
with myself. But it will come and I am not 


T 


To show you what I think 


He must 


I’m like 


to be down hearted. 
of insurance I have taken out a policy for $1000 
and to show you what I think of you I have 
had you put in as benefishiary. 

[ am not a piker, eh Gladys? Its an endow- 
ment and not to be too teknickle it means that 
if I live twenty years to draw the money you 
wont get it. But if I die any time before 1914 
T wont get it, but it is handed over to you. This 
is a safe bet isn’t it Gladys? Because in any 
event you will remember me, and if I live T can 
remember myself. That’s the best of 
ance—nothing can’t go wrong. 

It’s a great pity your father weren't so farce 


msur- 


seeing, as your Ma might have owned her own 
home by And that would 
things so much easier for both of us. 


made 
. don’t 


they say, 


now. have 
like waiting for dead men’s shoes, as 
but all the same a house is a house, and some- 
hedy has to have it when the time comes. | 
wouldn’t mind doing a little repairing, here 
and there, if it was only to show how much we 
thought of it, and the way we caime by it. 
Grateful. I’m like that. 

You say your Ma never heard of my com- 
pany. So far as your father troubled, there's 
few companys she would ever have heard of, 
because they have never heard of him. 

This is a small but growing company, and 
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The Providers 
Life Assurance 
Company 

Operates in IIlinois, Ohio, 
Missouri and Michigan. 


Desires to secure a capable 
agency organizer. 


Salary and commission. 


Apply Home Office 
1530 N. Robey Street 
Chicago, Ill. 














Ty SH pME OFFICE 
MONMOU THLE 


One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $4,500,000. In- 
surance in force $1 15,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity —- Term — 
20-Pay Savings. 

The best for the policyholder 
and agent. 


Operating in 20 States. For 


territory write today. 


AGENCY DEPARTMENT 
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from them. | don’t know why they call it by 
this name, because when you write a person its 
usually to get an answer. But when you write 
insurance there’s no answer. Only to pay the 


premium. 
You would like our manager, Gladys. He is 
about six feet two and he’s always talking 


about defenseless women and children. 

And preserving homes. 

Some homes aren’t worth 
Gladys? Where the bread winner never wins 
no bread. 

You are quite right when you say I don’t 
know many people in this town, but that doesn’t 
matter very much, because the people you know 
generally know somebody else more than they 
know you. They wont have nothing to do with 
you, because they like to give their business to 
someone else they think they know better. 

If they knew how much I wanted their busi- 
ness they would give me a chance to know 
them better even than their wives. Not that 
I'm saying their wives know them so much as 
they think they do, although they may know 
them too much for insurance purposes. 

In this business a sale really depends upon 
three things which is called approach, demon- 
stration and close. You can’t close before you 
demonstrate, and you can’t demonstrate be- 
fore you approach. It sounds full of teknesk 
but I will explain in later letters. 

Mostly in the calls I have made the other 
jello closed before I even approached, and the 
only demonstration I had a chance to make was 
how to walk downstairs, 


preserving, eh 


smiling as if I liked 
it. And as if that was what I had really come 
for. But it wasn’t Gladys. 
I haven’t time to say no more Gladys except 
to send my love and say I am, 
Yours to an approach, 
HENRY. 
Lapses 
a large percentage of our lapsed 
The habit 
and semi-annual payments 
We are too apt to think our 
prospects will back up on the annual premium. 
Quarter), fall due so often that it 
annoying and they are more apt to be 
lapsed than the 


T find that 
husiness occurs during the first year. 
of offering quarterly 
is the cause of it. 


premiums 
hecomes 
semi-annual or annual. 

A policy that is lapsed during the first vear 
loses a large part of the commission you have 


earned and yields practically nothing toward 


our agency expense. If you must offer less 


than an annual premium it should never be less 
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THE MAN IN THE ST REET | 


BY WILLIAM ALEXANDER ————— 











than a semi-annual. 
place it on the annual basis for the 
then collect some cash as a hinder 
good notes for the remainder, 
them payable in thirty or sixty days 
other in six months. 
on the semi-annual basis from the start so far 
as the applicant is concerned. 
can state that the policy is to be issued on the 
annual basis the first vear and subsequent years 


are to be on the semi-annual basis. of 


first year lapses if your man is a good credit 
risk, as you settle the first full year at the time ing 
of writing the application or upon a delivery 


of the policy. of 


THE HORSE AND THE ASS 


“T have been insuring my life,” said the Horse, 
“and I advise you to follow my example.” 

“Nonsense!” cried the Ass, “I expect to live for- 
ever! Have you ever seen a dead donkey?” 

““You misunderstand me,” replied the Horse, “‘you 
are thinking of death insurance. My policy is an 
Endowment, and the insurance money will come to 
me if I live. If not, it will go to those who will live 
after me.” 


APPLICATION: 


A little horse sense about life insurance is a good 
thing. Insurance benefits the living—not the dead. 





FISHY ADVICE 


“T hear that the Nautilus Insurance Company has paid you $5,000,” 
said Broker Shark to Widow Bass, “and I have come to offer you an in- 
vestment in the capital stock of the Cape of Good Hope Diamond Mines. 
This stock will pay you a dividend of five hundred per cent.”’ 

So the widow gave Mr. Shark her $5,090, but all she got for it was a 


small investment in worthless paper. 
APPLICATION: 
As Elbert Hubbard once said, “A widow is a shining mark for the 
mining shark.” 


in the Street has been published in book form. 
Copyright, 1925, by The Spectator Com- 


N. B.—This series of Insurance Fables for The Man 
Mail 50 cents for a copy. Liberal discounts on quantity orders. 


pany. New York. 











We are all in this business to make a good 
living and this system will conserve the busi- 
and take two ness. It will also be better 
it takes away the temptation to lapse in the 
Bulletin. 


In such cases you should 
first year, 
for the insured, as 
making one of 
and the first year—Bankers Life 





This places it practically 
Statistical Methods Applied to Economics 
and Business 
A book bearing the above title has been writ- 


The application 


ten by Frederick Cecil Mills, associate professor 
business statistics at Columbia University, 
By following the above system you will avoid and published by Henry Holt & Company. It 
deals with methods of combining and analyz- 
with primary 
emphasis upon materials drawn from the fields 
Although general 


quantitative observations, 


economics and business. 





EDMUND P. MELSON, President 





SPECIAL FEATURES ABOUT CONTINENTAL POLICIES THAT OFFER 


A WIDER FIELD - - INCREASED OPPORTUNITIES 


Age limits 8 to 65 

Major surgical operation benefits. 

Loan values at end of first year under most forms 

Annual dividends on certain policies issued at non-participating rates. 

Unexcelled underwriting service for sub-standard policies. 
accepts approximately 95% of all cases submitted. 


CONTINENTAL LIFE INSURANCE COMPANY 
ST. LOUIS, MISSOURI 


The Company now 


P. M. HARPER, Vice President 
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statistical methods are practically universal in 
their application, special problems are encoun- 
tered in every field of study. The purpose of 
this book has been to write for the learner, and 
not for the finished master, and the explana- 
tions have been prepared with the needs of the 
former in mind. Among other things it deals 
with Graphic Presentation, The Organization 
of Statistical Data, Frequency Distribution, In- 
dex Numbers of Prices, Th e Analysis of Time 
Series, Measurement of Trend, Seasonal and 
Cyclical Fluctuations, Index Numbers of 
Physical Volume, The Measurement of Rela- 
tionship, Elementary Probabilities, etc. There 
are also numerous charts illustrating various 
phases of statistical compilation. The book 
embraces over 600 pages, is substantially bound 


in cloth and sells at $3.60 per copy. 
& 


GOES WITH GUARDIAN 


John C. McNamara Makes Connection 
With New York Company 


John C. McNamara, Jr., trading as the John 
C. McNamara Organization with forty-five 
full-time life insurance salesmen, and with a 
big following among general, independent and 
surplus insurance men, contracted to become a 
manager of the Guardian Life Insurance Com- 
pany, effective January 10. The offices of this 
organization are located at 25 Church street, 
New York city. 

This contract marks one of the strongest 
single additions made at any one time to the 
sales force of a life insurance company in the 
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history of the business. Experienced agency 
men confidentially predict that the McNamara 
Organization will deliver a paid-for-production 
exceeding $15,000,000 of business in its first 
contract year. 

Association with the Guardian comes at a 
propitious time, since the increased dividends of 
the 1925 schedule improved an already low net 
cost and an interest rate of 5 per cent on set- 
tlement options, which is as high as any rate 
paid by any company entered in New York 
State, provide attractive income policies. 

The additional feature of mutualization of the 
Guardian, which is now in process on a most 
favorable basis to policyholders, has caused 
favorable sentiment for the company to be ex- 
pressed on every hand, by insurance under- 
writers and the insuring public. 

The announcement of the contract with the 
Guardian was made at a special agency meet- 
ing held Saturday noon, January 10, which was 
attended by every man and woman in the full- 
time organization. 


Standard Reserves and Surrender Values 
for Sub-Standard Policies 

A valuable paper which was accepted for 
presentation at the joint meeting of the Actu- 
arial Society of America and the Anierican 
Institute of Actuaries, was one by Frederic 
S. Withington, entitled A Study of the Effect 
of Using Standard Reserves and Surrender 
Values for Sub-Standard Policies. 

A summary of Mr. Withington’s paper at the 


French Lick Springs meeting follows: 

“The paper presents, with brief comments, 
a series of fourteen tables, showing the differ. 
ences between terminal reserves and surrender 
values (cash, paid-up and extended insurance), 
on the substandard basis, by the multiple sys. 
tem and flat percentages of qx, American 
Experience, 3% per cent for six rates of mor. 
tality (125 per cent, 150 per cent, 175 per 
cent, 200 per cent, 225 per cent and 250 per 
cent), and reserves for standard lives on the 
American Experience 3%4 per cent basis, IIli- 
nois standard, throughout, for ordinary life, 
20, 15 and 10 payment life and 20, 15 and 10 
year endowment and at true ages, 20, 35, 50 
and 60. 

“The first seven tables show differences in 
values on the basis of true ages for both sub- 
standard and standard policies and the last 
seven tables the difference between the same 
substandard values and the standard values on 
the rate-up basis, the rating being by the 
multiple system, and American Experience 
3% per cent, above described. 

“The object of the tables is primarily in- 
formative, and to demonstrate the effect of the 
practice described in the title, in the belief 
that this practice should be abandoned as be- 
ing inequitable and discriminative, also to fur- 
nish a basis for further study of questions 
(1) of allowing extended insurance in sub- 
standard policies, (2) surrender charges for 
such policies, and, possibly, (3) granting 
standard endowment policies to sub-standard 
applicants, etc.” 
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which includes: 


lars-and-cents prospects. 


Shortening 
the Selling Process 


To aid the Agent in his field work, we have a 
very practical plan of Home Office Co-operation, 


An Agent’s Training Course—a complete and 
original course for new and old agents. 


A Prospect Bureau—that develops genuine dol- 








AMERICAN 
CENTRAL 


Selling Helps— Advertising material to pros- 
pect and policyholder alike, holds business 
and creates good will. 


Policyholders’? Insurance Service—Embodying 





to policyholders. 


OF AMERICA 





the ideals of true service to your client. 
Health Service of the Life Extension Institute 


Supplying you with such selling tools makes your 

success greater and more productive. For infor- 

mation concerning agency opportunities, address: 
T. LOUIS HANSEN, Vice-President 

THE GUARDIAN LIFE INSURANCE COMPANY 


Established 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 
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HERBERT M. WOOLLEN 
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(¢) by Victor 4. Victor A. Smith 


Issued Weekly in the Interest of the Agency Forces of 
Companies and General Agents 


The Insurance Sellegram is published in THE SPECTATOR in this form for the use of Companies and General Agents. Permission to copy and 
circulate it among their Agency Forces, as their own sales letter or house organ, will be granted upon request. 
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To Our Agency Force: 
AT THE BEGINNING OF EVERY NEW YEAR THE BUILDING BEE BEGINS TO BUZZ. 


TOWNS, CITIES, COUNTIES, STATES, put forth projects for public im- 
provements. 


CORPORATIONS, CONCERNS, and BUSINESS MEN plan new structures. 


INDIVIDUALS build new Residences, Apartment Houses, Office Buildings, 
Hotels or other things. 


ALL THIS NEW CONSTRUCTION gives you another opportunity TO MAKE SOME 
MONEY through the sale of CONTRACTORS BONDS. 


Contractors are FINE fellows. Get in touch with them. Make ‘em like 
you. Get their FINANCIAL STATEMENTS, then VERIFY them and send ‘em to 
us for filing. If you'll do this,-we'll be ready to issue the Bond 
they WILL HAVE TO HAVE when some LARGE AND PROFITABLE job comes their 
way. This "being ready stuff" knocks out "Old Man Competition." The 
Contractor KNOWS in advance that you CAN and WILL issue his Bond with- 
out delay. RESULT - YOUR BUSINESS: 


The Contract Bond rate is $15.00 per Thousand where the contract is 
given on an agreed price. Keep this in mind and contract with the 
Contractors to issue their Bond Contract when they get the Building 
Contract. EASIEST THING IN THE WORLD - ABSOLUTELY. 


Now since we've agreed to get the Contract Bond Business, let's go a 
little further and GET ALL THE DEPOSITORY BONDS, too. If you'll keep 
us furnished with about THREE COPIES of all Bank Statements as they 
are published and let us know HOW MUCH of a bond they are going to 
want and what CHARACTER of funds are to be covered, we'll get proper 
authorization and be READY TO ISSUE BONDS the minute they are wanted. 
No monkey business and no delay. Banks very often want Depository 
Bonds in AN AWFUL HURRY. If you'll keep us furnished with the in- 
formation as requested, THEY CAN'T WANT 'EM SO QUICK WE CAN'T GIVE 
‘EM TO 'EM QUICKER! 100% SERVICE - PLUS: 


Yours consistently, 


Ka 
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Prominent Agents and Brokers 


Actuarial 


Actuarial 














LEON IRWIN & CO., Inc., New Orleans, La. 


REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile Hartford National Hartford _ Casualty Co. 
American Equitable U.S. Fire Indemnity Company 
Fidelity-Phenix Stuyvesant of America 
Insurance Co. Automobile Insurance 
State Pa. BROKERS’ LINES SOLICITED 


JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 
Associate Actuary 
ATLANTA, GA. 


Suite 407 
Southeastern Bldg. 











ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 











COME SUUTH WITH COTTING 
WONDERFUL CLIMATE 
Most prosperous industrial district in the 
world 


Ed. L. Cotting, General Agent 
PAN-AMERICAN LIFE INSURANCE CO. 
ist National Bank Bldg., Birmingham Ala. 








A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 

















SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 














Actuarial 





FREDERIC S. WITHINGTON 


P.A.1. A. 


CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 











Established 1865 
David Parks Fackler Edward B. Fackler 
William Breiby 


FACKLER, FACKLER & BREIBY 


Consulting Actuaries 
Audits Calculations Consultations 
Examinations Valuations 
50 BROAD STREET NEW YORK 











Conservation Specialists 


The Otis Hann Company, Inc. 
“Life Insurance Service’’ 
10 So. La Salle St. Chicago, III. 


References Covering Past 23 Years 











MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 








JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 
and STATISTICIAN 


1600 Bankers’ Trust Bldg: 
Philadelphia 


Workmen’s Compensation 
Liability and Casualty Lines 





Industrial Funds, etc. 











Consulting Engineers 














Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 
Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 

Reorganization. 


75 Fulton Street New York 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 














DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 








T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bldg... OKLAHOMA CITY, OKLA. 














FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 








F. M. SPEAKMAN, C.P.A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 





FREDERICK A. WALDRON 
CONSULTING ENGINEER 
Designer of 
HOME OFFICE BUILDINGS 
Full Architectural and Engineering 
Services Available 
37 Wall St. Tel. Hanover 6718 New York City 














Statisticians 
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Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 
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ALBANY LEGISLATION 


Number of Amendments to Compensation 
Law Introduced 


Arpany, N. Y., January 19.—Both Senate 
and House committees on insurance perfected 
an organization this week, and are in readiness 
to take up for consideration and report all 
measures that may come before them. Thus 
far no bills amending the insurance law have 
been offered. A number of amendments to the 
workmen’s compensation, however, have been 
introduced. They are as follows: 

Mr. Meegan, amending section 16, by pro- 
viding for payment of surviving children, 
brothers and sisters beyond the age of eighteen. 
if they are physically or mentally incapable of 
support. 

Mr. Alterman, amending subdivision 3, 
tion 14, by providing that, in arriving at the 
annual earnings of an injured employee, regard 
shall be given to previous earnings in the same 
employment, or in any other or different em- 
ployments in which he has been engaged. 

Mr. Gavagan, amending sections 40 and 115, 
in relation to cOmpensation and the time limit 
in the case of occupational diseases. 

Mr. Hart, amending section 25, relative to 
hearings in all compensation cases. 

Mr. Hayes, amending subdivisions 2 and 5, 
section 15, by striking out the limitation of 
$3500 as compensation for temporary total and 
temporary partial disabilities. 

Mr. Meegan, amending subdivision 6, section 
15, by providing that compensation for disabil- 
ity shall not exceed thirty dollars a week, in- 
stead of twenty dollars, as at present. 

F, A. Miller, amending section 118, by 
authorizing physical examinations and practical 
tests of claimants to determine the loss of use 
and proportionate loss of use of a member, the 
result and test to be part of the record. 

Mr. Rosenman, amending section 3, by mak- 
ing the act cover any employment in which two 
or more persons are engaged. 

Mr. Rosenman, amending section 21, by pro- 
viding that, in proceedings to enforce a claim, 
it shall be presumed that an accidental injury, 
if proved, arose out of employment. 

Mr. Hackenberg, amending section 3, by pro- 
viding for compensation for disabilities or death 
resulting from poisoning by benzene or chlorine 
or iodine derivatives of petroleum products. 

Mr. Hart, amending section 3, by providing 
for compensation in case of poisoning by gaso- 
line or other volatile petroleum products. 

Mr. Reich, amending section 3, by providing 
lor compensation in case of infection or in- 
fammation of the skin on contact surfaces, due 
to oils, cutting compounds or lubrications, or 
due to dust, liquids, fumes, gases or vapors. 

Mr, Reilly, amending section 3, by providing 
‘or compensation in case of diseases due to in- 
haling silica dust. 


sec- 


_ We are always very glad to give you any in- 

‘ormation in connection with the business of this 

‘ection, appreciating the fact that The Spectator Com 

any has always placed such information before the 

= in a clear and comprehensive manner, and that 

ee has great confidence in your pub- 
~—T. M. Seartes, General Agent. 


TERENCE F. CUNNEEN 
Third Deputy of New York Department 
Now Handling Important Duties 

Terence F. Cunneen, third deputy superin- 
tendent of the New York Insurance Depart- 
ment, is rapidly becoming well known to com- 
pany officials, brokers and agents in the busi- 
ness at and around New York Mr. 
Cunneen is acting in the capacity of legal ad- 
viser to the department’s metropolitan office 
and, what with the acquisition cost discussion, 
rebate questions and decisions on the cancella- 
tion of brokers’ liceses, is finding himself con- 
fronted with a large amount of work. 

Mr. Cunneen, a graduate of New York 
University Law School, was admitted to the 


city. 





TERENCE F, CUNNEEN 


Jar in 1912 and shortly afterward became asso- 

ciated with John J. Cunneen in the active prac- 
tice of the law. During the World War he 
served in the naval forces and, following his 
retirement from the service, 
secretary to Judge R. S. Johnstone of the Court 
of General Sessions. In this post ne was in- 
volved in many prominent legal cases and also 
had much to do with insurance litigation, in- 
cluding the compensation end of the business. 
His next position was as secretary to Supreme 
Court Judge Edward J. McGoldrick, from 
which capacity he was appointed by Superin- 
tendent James A. Beha to be third deputy of 
the New York Insurance Department. The 
celerity with which he has disposed of the de- 
tail work falling to his lot and the fairness 
and impartiality with which he treats infrac- 
tions of regulations are bringing him to the 
fore among those who carry on the supervision 
of the business in the State of New York. 


was chosen as 


Pleads for Additional Compensation 

RicuMonpb, Va., January 19.—One of the 
most interesting cases in the history of the ad- 
ministration of the Virginia Workmen’s Com- 
pensation Act was reopened last week. Steve 
Nadszdi is seeking additional compensation 
from the Norton Coal Company. His original 
case was among the first to be docketed when 
the law was passed several vears ago. . He lost 
a leg while employed by the Norton Coal Com- 
pany, and now claims that he is entitled to addi- 
tional compensation. 
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PERSONAL ITEMS 











G. Gordon Long, Virginia State agent for 
the A£tna Fire, has returned to Richmond, fol- 
lowing a visit to his former home in Kentucky. 
He was accompanied by Mrs. Long, whe re- 
mained in Kentucky for several weeks. 

William Penman, actuary and life manager 
of the Atlas Assurance Company, Ltd., arrived 
on the Empress of France for a few weeks’ 
visit to be devoted to studying life assurance 
methods in the United States and Canada. Mr. 
Penman is honorary secretary of the Institute 
of Actuaries of Great Britain. 

Francis A. Brown, who has had a broad 
experience in handling liability claims, includ- 
ing those due to automobile accidents, has 
joined the claim department of the Metropolitan 
Casualty of New York. He was formerly 
connected, at different times, with the United 
States branch of the Zurich, the United States 
Casualty Company and the Ocean Accident and 
Guarantee. 

George Warren of Richmond, Va., member 
of the firm of Davenport & Co., local agents, 
was here last week. 

Col. FE. E. Goodwyn, local agent at Emporia, 
Va., was in Indianapolis last week attending a 
meeting of the national executive committee of 
the American Legion. Col. Goodwyn is a past 
president of the Virginia Association of Insur- 
ance Agents. 

Two insurance men were elected directors of 
the Richmond Chamber of Commerce, when 
that body’s annual meeting was held on Janu- 
ary 16. They are: W. R. Trigg, member of 
the firm of Davenport & Co.. local agents, and 
C. B. Richardson, general agent in Virginia for 
the Massachusetts Mutual Life. Mr. Richard- 
son served during 1924 as a member of the 
Chamber’s insurance committee. 

G. Gordon Long, Virginia State agent fo~ 
the A£tna Fire, announces the marriage of his 
sister, Miss Sarah Long, to Dr. Charles Well- 
ington Tabler of Richmond. The ceremony was 
performed on January 15. 

H. C. Brunquill, for the past ten years actu- 
ary in the Wisconsin Insurance Department, 
has been promoted to the position of Deputy 
Insurance Commissioner by Insurance Commis- 
sioner W. Stanley Smith. The position of 
Deputy Insurance Commissioner has been held 
hy O. H. Johnson, a State senator from Iowa 
county. Mr. Johnson presented his resignation 
to Commissioner Smith so that he might re- 
sume his duties in the State Legislature which 
has just convened. The appointment of Mr. 
3runquill is temporary and Mr. Johnson will 
resume his position when the present session 
of the legislature is over. 

LeRoy W. Cuyler, manager in New England 
for the forgery bond department of the Na- 
tional Surety Company, was at the home office 
in New York city this week to attend the con- 
ference of that department, which is being held 
in connection with the joint conference meet- 
ings of the National Surety and New York 
indemnity companies. Mr. Cuyler had just re- 
turned from a trip to Montreal, where he was 
engaged in development work. 

C. J. Giddings of Visalia, Cal., has completed 
fifty years as a representative of the Hartford 
lire Insurance Company, and is the first agent 
in the company’s Pacific department to receive 
the coveted Hartford gold medal. The Janu- 
ary issue of The Hartford Agent will carry 
a story about him. 

PHILADELPHIA, PA., January 19.—The Phila- 


delphia Association of Life Underwriters is 
spending $1000 in newspaper advertising on 
Life Insurance Day on Tuesday, January 2r. 
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‘‘Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts 
and Commissions of ‘The Best Company in Dixie” and We 
Will Grow Together. 


CHAS. M. McCABE, President. 


Otton States 


LIFE INSURANCE CO-wasavitee 


We have a few desirable openings in Michigan, 
Kentucky, West Virginia and Alabama for experienced 
aggressive men with general agency qualifications, 


5.4% on instalment set. 
tlements. 

$12,000,000 Assets 

$102,000,000 insurance in 
force 


Participating 
Non-Participating 
Age Limits 10 to 65 
Disability Income 
Double Indemnity 


Atlantic Life Insurance Company 
RICHMOND VIRGINIA 

















WESTERN RESERVE 
LIFE INSURANCE COMPANY 
MUNCIE, IND. 

An Old Line Legal Reserve Company 
We issue all Standard forms of policies. 
Agents wanted in Indiana and Ohio. 

JOHN W. DRAGOO, Secretary 











HOME LIFE INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 


Premiums received during the year 1923..........-.ccecces 37,686,858 
Payments to Policyholders and their Beneficiaries in Death 

Claims, Endowments, Dividends, etc..............0% 6,871,544 
TSOCOMIN IIE MNPER S656, 5.550/0%0.01<. 6 ole.s are o's 0.0. 516 b:91006 ob eee slower 2,401,507 
Actual Mortality 56% of the amount expected. 
aEMNAN IERIE RTL RTINEIOR 67:0 ales 1074 o5cie'e 9¥ 6/4) 0/0:4 artis a nieve ieieloreiwa salelarere 247,373,210 
PIPE EMBO 5 o.oo <:o10 oro pic se car Suse nierve eg baie eceielae-oe scasiciers 48,655,222 

For Agency Apply to 
GEORGE W. MURRAY, Supt. of Agents 

256 BROADWAY NEW YORK 

















A POLICY YOU CAN SELL 


Accidental Death, Natural Death, 4 POLICIES 
Pays Acccident, Health Insurance . 4 IN l 


PREMIUMS MONTHLY OR ANNUALLY 
No Medical Examination Required 
NEW YORK SAFETY RESERVE FUND 


Established 1882 
1780 Broadway, New York 


GET OUR PROPOSITION 











The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 
independence Square Philadelphia, Pa. 

















NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOTSO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac- 
torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


JAS. H. JAMISON, Pres’t 





DES MOINES, IOWA 

















EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 
CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 

















LOUIS W. MACK, President 
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AMERICAN GENERAL HOME OFFICE BUILDING 
326 NORTH MICHIGAN BOULEVARD FOR 
C. A. FARWELL, Managing Underwriter 


FIRE AND MARINE 
INSURANCE 
AND ALL ALLIED LINES 


GEO. H. SCOTT, General Agent 


FAmerican General 


JOHN D. MARTIN, Secretary 





AN AMERICAN COMPANY 


AMERICAN PEOPLE 
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\éeFarmers € Bankers 





PL, 
TWAONEY sent away 
from home never 
builds your commun- 
ity. 

Make a connection 
with a life insurance 
company that depos- 
its the premiums in 
Your Local Bank—one 
that invests its money 
in Your 'ferritory. 

Write us about our 
cooperative plan. 














Life Insurance (ompany 


HR. K. Lindsley 


PRESIDENT 




















Frank B. Jacobshagen Ransom Stephens 
SECRETARY EDUCATIONAL DIRECTOR 


J. G. Cutler Clayton Mammel 
4 FIELD SUPERVISOR TAXATION COUNSELOR 


WICHITA, KANSAS 


























Pioneers in 1908 
Leaders in 1924 


The Inter-State has several 
attractive openings for in- 
Surance men of proven 
ability. Ifjyou are interested 
in obtaining a profitable 
District Agency connection 
write the Home Office today 
for complete details. 


- INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


The Oldest Organization of its Kind in America 
BROWN HOTEL BLDG.—DES MOINES, IOWA 
ERNEST W. BROWN, Sec’y-Treas. 











Henry W. Ives & Company 


INCORPORATED 1910 


75 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 


FOR 


EXCESS COMPENSATION 
CASUALTY COVERS 


RAIN INSURANCE 


OHIO MILLERS 
MUTUAL FIRE INS. CO. 


Canton, Ohio 


Security Mutual Casualty Co. 
OF CHICAGO 


Assets $6,800,000 


ASSETS $800,000 Surplus $2,210,000 


Surplus $400,000 Surplus and Reserve $6,200,000 


ALL FORMS STRONGEST CASUALTY 


COMPANY IN AMERICA 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


Provident Mutual 





American Re-Insurance Co. Life Insurance Company of Philadelphia 
242 S. 13th Street Philadelphia, Pa. ii aan Penated 2008 
Assets - - - - $4,336,405.62 
Capital - - - - cg cr ghs Over forty per cent of the new business of the 
Surplus - - - - 885,425.17 . . . , 
Voluntary Catastrophe Reserve 500,000.90 Provident Mutual is up on the ae wi old policy- 
Reserves z ‘ ‘ - 2,200,980.45 holders who not only evidence their satisfaction by 


insuring their own lives, but by recommending the 
RE-INSURANCE ONLY Company to their friends. 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 





Competing with no direct-writing Insurance Company Especially valuable to the agents of the Provident 
Qualified before U. S. Treasury and Licensed by Principal States Mutual is the active good will of these whose 
Financially Strong © Conservatively Managed Liberal Contracts Old Age Endowments have matured. 





CORRESPONDENCE INVITED 























Progressive agents will find it a decided advantage 
to have the agency of this company that does render 
a SUPERIOR SERVICE. 
































We have valuable agency territory available in the D esirable Territory Open for 
following States: ° ° 
nese sina wai, General Agencies in Arkansas, 
amano ; “econ apeenepenee . 
Esk of Sintewiadstis Ideaoeete — Minnesota and Western Kansas 
Illinois Mississippi Texas 
Indiana Missouri Virginia 
lowa Nebraska West Virginia 
Kansas New Jersey Wisconsin 
Kentucky New York Wyoming 
see Central States Life 
Correspondence solicited. I r C 
; nsurance Co. 
Detroit Fidelity and Surety Company : . 
Home Office, Detroit, Michigan. St. Louis, Mo. 
Homer H. McKee, President. I 
1 
i 
Ss 


ARE YOU THE MAN WE WANT? 


THE HAMP TON ROADS We are an Eastern Life Insurance Com- 


pany. We are not the largest or best 


FIRE AND M ARINE known Company in the world—but our re 


reputation, based on past achievements 


| NnsSUurance Company and present progress, is excellent. We 


have no active agency organization in 








CINCINNATI and have an opening there 
NORFOLK, VIRGINIA Pp $ 
for an AGENCY MANAGER who can 4 
obtain a reasonable production from CIN- 
Address Home Office For A C ti CINNATI and surrounding territory. 
il iia Your letter will be held in confidence. 
HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MoRIN, Address JANUARY, care of CG 
residen Vice-Pres. an lana ler. 
meniiiil —— Oe THE SPECTATOR 
= 
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eciieneme 
e h P e FROM THE 25th ANNUAL STATEMENT OF THE 
lg ont. === NATIONAL LIFE ASSOCIATION, DES MOINES, IOWA 
Summary of Results for 1924 
Increasing Admitted Assets.............$2,669,482 .02 Average Rate of Interest Earned 
Financial Increase During Year......... 356,780.18 on Invested Funds (Mean 
- Strength Mortuary, Emergency and ee f PUTO 6 ocak oo kas erases 5.30% 
y- Emergency Reserve Funds..... 2,387,061 .06 Favorable Death Losses Paid During Year %34,016.88 
Increase During Year......... 346,822.75 Mortality Death Rate per $1,000 of Insur- 
by Experience ance in Force for Incurred Losses 
High Ratio Reserve Required by aw (not (Mean Amount).... 7.41 
- of Safety an incurred liability).......... 558,541 .91 Per Cent of Actual to Expected 
Securities and Cash Deposited Wostaltys. 32. Gatasw ances 53.7% 
with Insurance Departments... 2 369, 144.88 Death Losses and Claims Paid 
Increase for Year........:....- 352,915 .00 Since Organization...... .. 5,725,837 .66 
nt Ratio of Deposits with Iowa In- Steady Insurance in Force Hesamihies 
surance Department to Amount 423% Growth 31, 1924.. ey wows es « 04,006,000.00 
se . of Reserve Required by Law... O Increase During . a 4,477,000 .00 
GROWTH OF BUSINESS—5- Year Periods 
Year Admitted Business Losses and 
Assets In Force Claims Paid 
—aeel | RO dies di o:k ev claciew deals Hanami memmew cael $ 20,455.78 $ 3,490.000 $ 16,389.88 
,. rere Nola wich Aaa ae et a meee 193,128.64 15,127,500 295,291.75 
Ty ocean so kh wee gecnca wa riunayieas es 621, *315. 41 33,511,000 1,309,083.17 
ET ME eo oxo, Senin tne Rvlaciere eaten eh 1,132,832.25 758,055,500 3,004,358.76 
WEIN io sid wane cesmasicace's $2,669. 482. O02 $84,537,500 $5.725,837.66 
*Record for last five-year period shows 45% increase in volume of business carried and 135% increase 
in assets. 
oes a | 
r National Life Association 
OPERATING IN HOME OFFICE: DES MOINES, IOWA 
Alabama Colorado Indiana Michigan Oklahoma Washington 
| Arizona Georgia iowa Missouri Pennsylvania Wyoming ; 
9 Arkansas Idaho Kansas Nebraska South Dakota Top contracts available | 
California Illinois Kentucky New Mexico Texas in all states. | 
5 sha esiancceeneeNaaN MDE TT — 
| 
22% INCREASE Field Annuals 
| . d 
1924 was in every respect the best year e e 
in our history. | Insurance Directories 
There was an increase of 22% over the P 
production in 1923, and an increase of 22% - 
in business in force. *Greater New York Tennessee 
ne We are just beginning the development of }{New York State North Carolina 
North Carolina, Georgia, Florida and Mis- New Jersey South Carolina 
) Sissippi. Kentucky Virginia 
, Texas 
““A GROWING COMPANY FOR 
. GROWING MEN’”’ *City and Suburban. 
; , y tExclusive of Greater New York. 
t For information concerning our unusual 
; General Agent’s contract, address Each volume contains a complete list of agents in 
~ . . . " 
‘ W. CASWELL ELLIS the territory covered, with address, list of com 
. Vice-President and Agency Manager panies represented, etc. 
: : Many new features are included that will be found 
i Cy; ” 
Southeastern Life Insurance Co. only in “Field Annuals. 
— 1905 Price of each $5.00 Postpaid 
RE WEG, 
tn ny, 
os ict THE INSURANCE FIELD COMPANY 
s Incorporated 
Greenville G & South Carolina 
Rep coe We P. 0. BOX 617 LOUISVILLE, KY. 
Semanal 
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SIXTEENTH ANNUAL STATEMENT OF 


GEORGIA 
CASUALTY COMPANY 


ATLANTA, GEORGIA 
W. E. SMALL, President 


Compiled under the laws of the State of New York, 
Pennsylvania and Georgia as of December 31st, 1924. 


$12,600 .00 
974,557 .86 
912,478 .62 
14,750.00 
8,113.40 


306,477 .57 


Real Estate. . 
First Mortgage Loans. 
Bonds (Market Value) . 
Stocks (Market Value) 
Collateral Loans....... 
Cash in Bank and Office...... 
Premiums in Course of Collection—Less Than 90 
DOS SCOR ee ee ee 
Interest Due and Accrued. 
Total Admitted Assets 
LIABILITIES 


984,744 .31 
37,998.20 


_ $3,251,719 96 


Premium Reserve........... , ands 6 LOR OOL 216 
Liability and Workmen’s Compensation—Loss 


RBSERVO oi 5 ee boda Gee a6 Oe) Salt ihre atic eines 651,816 .00 
Losses Reported and in Process of Adjustment 120,106 .00 
Commission on Premiums in Course of Collection 215,708 .02 
Re-Insurance Premiums 5,929 .17 
Taxes Accrued 57,381 68 
All Other Liabilities. . Le Or 300.00 
Capital Stock $500,000 .00 
Net Surplus. . 301,127.93 801,127.93 

BMGHARS se Ott eo eee ee $3,251,719 .96 
SURPLUS AND RESERVES AS TO POLICYHOLDERS, 


$3,035,711.94 














PUBLIC LIFE 
INSURANCE 
COMPANY 


HOME OFFICE 
CHICAGO 
ILLINOIS 


ALFRED CLOVER 


CHAIRMAN BOARD 
OF DIRECTORS 


Thursday 

















INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Youne, B.A., F.R.A.S. 


Third Edition—Revised and Enlarged 








Mr. Youne’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted as a text-book by Yale University, 
In the THirRD EpiTIon the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Editon, 424 pages - $3.00 





Insurance Office Organization 


Managements and Accounts 
By T. FE. Youns, B.A,, F.R.A.S., and Ricnarp Masters, A.C.A. 


Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
YOUNG, and are elaborated in succeeding chapters by Mr. Masters. 
The general, life, fire, marine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 


hound in cloth, 








Price, post paid, $1.75 


Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.00 








Accountancy. By Francis W. PixLey. An entirely new 
work dealing with Accountancy from a theoretical and practical 
point of view The latest exposition of the science. 318 pages, 


Price, post paid, $2.25 





Pitmans Secretary’s Handbook. A complete secretary’s 
manual prepared by HERBERT E. BLAIN. It covers secretarial 
work thoroughly for public and private institutions and for indi- 
— (Second Edition, revised, omitting joint stock secretary- 
ships.) 

Price, post paid, $1.50 





Principles of Marine Law. By LAwrence DuckwortH. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 

Price, post paid, $2.25 





Office Organization and Management. By Lawrence R. 
DicksEE, M. Com., F.C.A., and H. E. Bain. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $2.25 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHicaGo OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 
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